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The following manufacturers are authorized to make and sell SAFECOTE Electrical Conductors 


American Steel & Wire Company Crescent Insulated Wire & Cable Co. _Paranite Wire & Cable Company 
Anaconda Wire & Cable Company General Cable Corporation Providence Insulated Wire Company 
- M. B. Austin Company General Electric Company John A. Roebling’s Sons Company 
Hishop Wire & Cable Corporation Habirshaw Cable & Wire Corporation Simplex Wire & Cable Company 

Clifton Conduit Company National Electri¢ Products Corporation Triangle Conduit & Cable Company, Ine. 
Collyer Insulated Wire Company- The Okonite Company United States Rubber Products, Inc. 
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Wall Mounted Type in 
neat metal case for 
mounting on wall or 
post. Bottom is open 
for ready access to wir- 
ing compartment. 
Snap-on connections 
make it easy to match 
primary supply line 
voltage. Cat. Nos. 232- 
401,232-411,232-421, 
232-431. 


Fixture or Suspen- 
sion Type for 
mounting be- 
tween ceiling and 
lamp—with stand- 
ard threaded cou- 
pling at each end. 
Cat. Nos. 232- 
S01, 232-511. 
232-521,232-531. 

















Weather-proof 
Typeinone-piece 
drawn steel case 
—interior com- 
pounded. Con- 
nections at bot- 
tom. Cat. Nos. 
232-601, 232- 
611, 232-621, Coreand Coil Type—which fits in 
232-631. fixture. Vacuumized, impregnated 
with final double varnish dip, 
baked. Cat. Nos. 232-301, 232- 
311, 232-321, 232-331. 


























Rated 
Capacity to Each Lamp 





The new mercury vapor lamps 
give more light per unit of 
current—reduce electric bills 
—Jefferson Transformers in- 
sure full rated capacity and 
maximum economy. 
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_~ Low Temperature Rise 


on Continuous Operation 


Generously designed Jefferson Transformers give full rated ca- 
pacity to mercury vapor lamps. They operate continuously with 
low temperature rise—which again means high efficiency and 
long life. 


During the initial starting period when mercury is gasifying, meter 
readings show an extremely low current demand, which is another 
power bill saving, particularly where there are many lamps. 


Jefferson’s long specialized experience in the development of trans- 
formers for mercury vapor and Neon luminous tubes, sun lamps, 
street lights and the like, makes possible the high quality special 
types of transformers and reactors required to insure the greatest 
lighting efficiency. 


Every Jefferson Transformer—every detail of design and manu- 
facture—give evidence of the skill of the expert. 


They are made in types to suit all applications—including high 
power factor transformers which further reduce electrical energy 
demand and line losses.—Bulletin 351-MV mailed on request. 
JEFFERSON ELECTRIC COMPANY, Bellwood (Suburb of 
Chicago) Illinois. Canadian Factory: 535 College Street, Toronto. 
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CIRCUIT BREAKER PANEL 


There are remodeling jobs to be done in every city. These 
pictures show the lighting panel— before and after—in 
the auditorium of one of the largest department stores. * 
The Chief Engineer gives his reasons for standardizing 
on Square D switches, panels and motor control: 
“Operating a large department store is strongly in the 
nature of operating a public building. The number of visi- 
tors exceeds any but the most unusual public gatherings. 
The health, convenience and safety of our customers 
depends on uninterrupted electric service. Switch failure 
cannot be tolerated. We like the construction and rug- 


gedness of each component part of Square D apparatus. 

“Appearance is another important consideration. Our 
auditorium, seating 1,500 persons, was recently remod- 
eled and we installed Square D circuit breakers and 
Square D panels for backstage and auditorium lighting. 
In the interests of attractiveness and beauty we studied 
the different types of panels available. Square D stood 
out in one hundred ways. The modernistic tone fitted 
into our ideas of decoration.” 

This story and pictures might help you to sell a similar 


installation, or— *Name on request. 


CALL IN A SQUARE D MAN 


SQUARE 7] COMPANY 


D DETR oO 1T MILWAUKEE 


U.S.A. 

nl Vio en WISCONSIN 
SQUARE D COMPANY, INC.,,LOS ANGELES, CALIFORNIA 

SQUARE, 0 COMPANY CANADA LTO. TORONTO, me 
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HIS is income tax month—the period of the 

year, above all others, when both individ- 

uals and business executives become tax- 
conscious. The Federal income tax, however 
is but a small part of the staggering and ever-in- 
creasing tax burden which, like a cancer, is eating 
away both the profits of business concerns and the 
spending power of the individual, with a conse- 
quent lowering of his living standards. 

Government—Federal, state and local—has 
become a most serious competitor of business, 
struggling valiantly for its share of the income 
of both industry and consumer. 

The toll exacted by taxation has already 
reached proportions that are almost beyond com- 
prehension. Since 1930 our tax load has in- 
creased at a far higher rate than has the tax bur- 
den in Great Britain, France or Germany. 

Our annual tax bill now averages about $134 
for every man, woman and child in the United 
States. About one-third of our individual in- 
comes now goes for taxes, either directly or in- 
directly. Four months out of the year—better 
than two days each week—we labor to support 
government instead of our families. Some 180,- 
000 tax gathering bodies spent around $17 bil- 
lions last year. ‘They have pushed the public 
debt to an all-time high of almost $50 billions, 
and it is still going up. 

One out of every eight tax dollars is paid by 
the motorist, who contributes $95 a year in direct 
taxes alone. Over half of the retail price of 
cigarettes goes directly to the government. The 
smoker who buys one pack a day pays a yearly 
tax of $21.90. ‘Taxes consume over 14 per cent 
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The Tax 


Caneer 


of the gross operating revenues of the utility 
companies. 

Exclusive of processing taxes, manufacturers 
of grocery products pay more than 100 different 
kinds of taxes to Federal, state and local bodies. 
We cite groceries because they directly affect 
everybody’s living costs. 


THESE few highlights emphasize the gravity 
of the situation. Meanwhile taxes continue to 
mount. The present one per cent Social Security 
tax increases to four per cent next year, and even- 
tually to 10 per cent. Further taxes at this ses- 
sion of Congress appear a certainty, but even 
then taxes will not equal government spendings. 
The national debt has yet to reach its peak. 

By the end of this year, Federal borrowings 
alone will total about $300 per capita, a debt 
equivalent to $1,200 for the average family of 
four persons. When state, county and city debts 
are added, our per family debt jumps to over 
$1,800, a debt that will be bequeathed to suc- 
ceeding generations unless the taxpayers of the 
nation swing into action. 

The time has passed when the business man, 
be he manufacturer, wholesaler, contractor or 
dealer, can remain inactive politically. He, and 
his employees, must take up the fight for a bal- 
anced budget and a reduction of the public debt. 
The man-in-the-street, who votes but pays no in- 
come tax, must be made tax-conscious. Organ- 
izations of taxpayers are needed in every state 
and every community to carry the campaign to 
every voter and to demand of their political 
leaders immediate tax relief. 


7 Pencband, 


EDITOR 


















































| THE GREATEST IMPROVEMENT 
ever made in the Low-Priced Iron Field 





@ The First Non-Automatic 


Iron That Tells the Truth "9s | 


About Ironing Temperatures AND SELLS FOR 




















Is the iron too hot for cotton — hot enough for 
linen or damp-cloth pressing — cool enough for. 
rayon or silk? Women need guess no longer 
—even with a non-automatic! Because now | 
the Proctor Heat Meter tells them exactly — 
shows them on the dial that the ironing surface 
is neither too hot nor too cold for the fabric 
being ironed! Accurate, truthful at all times — 
it responds instantly to the slightest change in 
sole plate temperature! 


Here is a great, a revolutionary advance in 
“non-automatic” irons. The Proctor 952 has the 
exclusive Proctor Dreadnaught Heating Unit. 








It is a 575-watt iron with a trouble-proof 





Belden rubber plug —and many other compel- 





ling sales features. Be among the first to stock 

Here Is The and push this new fast seller! Write us for 
Proctor Heat Meter all the details. Proctor & Schwartz Electric 
Regulated directly by the temperature Go., 7th Street and Tabor Road, Philadelphia. 


of the sole plate, the Heat Meter con- 
stantly indicates on the dial the exact 
heat of the ironing surface—and points 














to the name of the fabric best ironed 
at that temperature An amazing 


ALSO PROCTOR AUTOMATIC 
IRONS e OTHER NON-AUTOMATIC 
PROCTORS e THERMOSTATIC 
TOASTERS AND WAFFLERS 


PROCTOR—THE FIRST AND LAST WORD IN ELECTRICAL APPLIANCES 
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A Kitehen Modernizing Program 


New cooperative merchandising activity, patterned 
after the successful Refrigeration Bureau, aims to 
create business for all branches of the industry 


utility companies, a national program to promote 

electric kitchens through modernization was 
launched in February by the National Kitchen Modern- 
izing Bureau. Electrical wholesalers are represented on 
the Bureau’s executive committee by E. Donald Tolles, 
managing director of NEWA. Promotional methods 
will be similar to those successfully followed a few years 
ago by the Refrigeration Bureau. 

The new Kitchen Bureau, financed by contributions 
from electrical manufacturers, is sponsored jointly by 
NEMA and the Edison Electric Institute. It proposes 
to coordinate all national activities and to aid in the 
organization of local bureaus, to supervise their activities 
and to provide publicity and promotional materials. 

A “Plan Book” for the guidance of local bureaus has 
already been released. It stresses the value of model 
electric kitchens, in which various makes of appliances 
may be displayed in rotation. Local bureaus are also 
urged to provide adequate kitchen planning services as 
an important link in the development of actual sales 
of modern electric kitchens, either as complete units 
or in a step-by-step process where the purchaser buys 
but one or two units at a time. Manufacturers, in view 
of their support of the National Bureau, will not be ex- 
pected to contribute to local activities. 

The Bureau’s initial bulletin points out that “Kitchen 
Modernizing by Electrifying” is definitely salable to 
millions of American homes, that its promotion pro- 


rity compe by electrical manufacturers and 


vides ample cause for cooperation among 
central station men, electrical manufacturers, 
wholesalers, contractors, dealers and other 
electrical interests. 

“Up to the present,” the Bureau’s pros- 
pectus states, “steady progress has been made 
in the individual exploitation of many electrical appli- 
ances, particularly equipment for kitchen use such as 
the electric range and the refrigerator. 

“The next national sales promotional step is evi- 
dently one of consolidation—to promote not merely in- 
dividual items of electrical merchandise, but all those 
that naturally group themselves as kitchen equipment— 
to do them up into an attractive package, which will 
promote and sell all of them in one single effort—a pack- 
age which will have infinitely more appeal than any 
one separate electrical item; a package which represents 
the ultimate in beauty, convenience and labor saving. 

“Kitchen modernizing is the new national approach 
to the selling of electrical equipment. The tremendous 
appeal to millions of American women of a modernized 
kitchen is already evident. 

“Kitchens Modernized by Electrifying’ will call for 
millions of dollars of new electrical, labor-saving equip- 
ment. They will provide a new market for wiring and 
construction materials for lamps and lighting fixtures, 
for fans and ventilation equipment, for table cookery 
appliances and electrical housewares and metering ap- 
paratus. They will produce jobs for electrical con- 
tractors and sales and installation work for many other 
industries. Many classes of retailers will benefit, in- 
cluding the electric shop, the hardware merchant, the 
plumber and the department store. Distributors, whole- 
salers and manufacturers’ agents will similarly gain from 
the program.” 





































Planned 


A department store’s kitchen 


Selling 


An interview with C. R. Bach, division manager, Westinghouse 


Kitehens 


Electric Supply Co., Portland, Ore., whose organization has done a 


real job of promoting complete electric kitchens in the Northwest 


S IT has taken form today, 
the complete electric 


By HENRY W. YOUNG 


idea is one of his business hob- 
bies. 





kitchen is a subject of 
common knowledge, but C. R. 
Bach has enjoyed an uncommon 
success in selling it. So he seemed 
the logical man to approach in 
order to find out what sales pos- 
sibilities it holds for the electrical 
wholesaler and what methods 
have turned these possibilities 
into business. His words would 


ing Bureau. 


This article offers some practical 
selling ideas which should help elec- 
trical wholesalers and their salesmen 
take advantage of the interest aroused 
by the National Kitchen Moderniz- 
The story of this pro- 
motional effort by NEMA and the 
Edison Electric Institute appears on 
the previous page. 


= He plunged into his subject 
without waiting for questions. 
“What the electrical merchan- 
dising business has long needed,”’ 
he began, “is more showmanship. 
In the electrical kitchen we have 
the setting for that show. Elec- 
trical merchandisers, up to the 
recent past, have bewailed the in- 
roads made on the customer’s 





carry added weight it seemed 
since he won his success in a city 
that now holds the record for electric range saturation 
among the major cities of the country—well over 30 
per cent. 

There are many electrical wholesalers of the present 
generation throughout the country who will remember 
C. R. (“Pete”) Bach when he covered the territory 
limited by the two oceans in the interests of the old 
Manhattan Electrical Supply Co. He hasn’t changed 
much. He gets just as much bound up in a line or a 
movement as ever, and this all-electric, complete kitchen 


This kitchen is pro- 
ducing sales for the 
Good Housekeeping 
Shop, a small elec- 
trical appliance deal- 
er in Vancouver, 


Wash. 
















dollar by the plumber. The elec- 
trical boys said that the plumber 
had something to show and talk about. He could set up 
a complete bathroom and make it look like a million 
dollars and sell it for a couple of hundred. They com- 
plained that they had nothing like that. The elaborate 
wiring system of the home was concealed in the walls. 
There were only outlets here and there to which isolated 
electrical appliances might be attached. The idea pre- 
vailed that the plumber had somehow put romance into 
his business. 

“Now, the electrical kitchen has become a reality—and 


a With hot and cold 
running water and 
with all appliances 
connected, the dem- 
onstrations can be 
made far more con- 
vineing 


= 
a 























put an end to all faint-heartedness. We of the electrical 
industry have also a complete home unit to talk about. 
It is most happily situated as the real heart of activity 
in the home. It has an added advantage in that it may 
be completely equipped all at once, or it may be started 
with one or more of the essential elements and built up 
piece by piece into a complete, harmonious unit. In that 
respect, we have it on the plumber. He must sell the 
whole thing or nothing. One does not start with a wash- 
bowl and gradually work up, by easy stages, through 
toilet and shower to bathtub. 

“Tremendous impetus is now being given to the all- 
electric kitchen conception of the modern home through 
advertising sponsored by the large manufacturers. All 
of them are centering their efforts on the crys- 
tallizing of this idea in the mind of the public. 
This has been enhanced by the possibilities for 
financing these kitchens through the FHA. The 
unit-by-unit idea is practicable and desirable for 
those who wish to pay cash as they go. But for 
others, through the present method of financing, 
it is possible to have an up-to-date, modern, elec- 
trical kitchen installed in the beginning. With 
the cost distributed over five years, this is not 
too burdensome and the housewife can be hav- 
ing the pleasure and labor-saving advantages 
throughout the whole period. 

“The romance of electrical refrigeration needs 
no introduction, any more than do the advan- 
tages of electric cookery. These, with laundry 
equipment, such as washers and ironers, have 
universal acceptance. We are starting with no 
new deck in organizing our efforts to bring about 
universal acceptance for the complete electric 
kitchen. The advent of the dishwasher in its 
modern and practical form filled in the final gap. 
It has eliminated the last element of drudgery 
in the kitchen, and is perhaps the greatest labor- 
saver of them all. In fact, it is an electrical ap- 
pliance which on demonstration in the home re- 
sults in 90 per cent sales. That’s romance with 
a profit. 


“Now, at last, the modern kitchen can be arranged for 
one straight chain of operations like the continuous 
straight line production system through a well-organized 
factory. From the entrance and storage of materials 
under cold storage conditions, their preparation by elec- 
trically operated mechanical devices, heating of the water, 
cooking with electrical heat and finally the cleaning up 
of the equipment with the electric dishwasher, the chain 
is complete. If that is regimentation, then let us make the 
most of it.” 

“Just what is the function of the model kitchen as in- 
stalled by the dealer?’ he was asked. “Does the public, 


hearing of it through advertising or otherwise, flock in 
(Continued on page 22) 


to see it and then become 























INSTRUCTIONS 


For your convenience the space at the bor- | 
tom of this page is ruled off in squares to 
represent square feet. The rough sketch at J 
the right is an example of the way in which 
we would like to have you make a sketch of | 
your kitchen, pantry, and breakfast alcove 
on the blank diagram. Measure your kitch- 
en carefully and draw a plan of it in the 
space provided. ; 


1, Indicate “north"’ on the plan. 


2. Show on the sketch the exact loca 
tion and dimensions of windows, doors, ee 
and present equipment, like sink, dish- . oe? ae 
washer, range, and refrigerator; also ; 

~ plumbing locations. 


3. Mark cach window with a letter, 
as A, B, C, etc. See sampie sketch. 


4. Stgrt measurements from any cornet 
ef'room, continuing around entire room, 
measure t9 and window openiags, 
disregardiog all casings. 

5. Indicate location of radiators, grills 
or registers in your ot kitchen. BE 
SURE TO GIVE DIMENSIONS. 





7. Ceiling height of present kitchen is 
feet inches 








= 


iL. Is there a basement or heater room in 


Available to any woman’s 
organization, this ““Oregon- 
ian Home Institute Travel- 
ling Kitchen” is selling the 
idea of the planned kitchen 
throughout the Oregon trad- 
ing territory. Programs are 
put on without charge. En- 
tire stage can be set up in 
45 minutes. A special elec- 
trical cut-in box is part of 
the equipment 


Part of instruction sheet 
used by Westinghouse deal- 
ers in surveying prospect's 


woe ~ podatiaabe Shame eta 


home? ‘. . 
6. Mark all doors to show where they ? 0 Yes. O No. kitchen so that headquarters 
lead—to ay. r00m, to hall, to bath- 8. Window sill to floor distances: 12. Is there a first floor lavatory? © Yes. may plan a “tailor-made” 
room, oursii 3 3 : . 
: -" ___feet___inches. B__feet__inches. © No. ‘ . 
r _.feet__inches 13. What color would you like co have installation 
IMPORTANT: It is necessary that we also . Petvminanae ts 


have the information requested on the right 9. Exterior wall is 0 Brick O Frame 





so that an accurate kitchen plan can be pro- 





10. Is kitchen used as a dinette for 


vided for you. : 
© Breakfass © Luocheon ( Dinner? 


14. Radiator Length___. Height ___ 








eet SS - OS) 


° 
° 
Single Window = Double Window Sink Range 


Use Sxmsous Lice Taoss Bstow To Inwpicats tas Doors, Winpows, and EquirMBNt tN THs Room 


[R] om 


Refrigerator 


Rad?ator 
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Signaling Equipment Needs 






A New Sales Approach 


Probably no electrical line has been more neglected than 


signaling devices, yet there are few lines offering brighter 


prospects to the salesman who uses the right sales appeals 


ELLS, buzzers and 

push buttons have 

been staple items with 
wholesalers ever since the 
days when the electrical 
contractor was commonly 
known as a “bell hanger.” 
But, perhaps because famil- 
iarity breeds contempt, de- 
velopment of the market for 
signaling equipment in gen- 
eral has failed to keep pace 
with the rest of the electrical 


industry. 
The signaling installation 
in the typical American 


home, for example, is lim- 

ited to a couple of push but- 

tons, one at the front door and one at the back, a bell 
transformer or a few dry cells tucked away in the base- 
ment, and the cheapest type of bell and buzzer perched 
up on the kitchen wall like a pair of oversized warts. 
And, in the average place of business, be it store, office 
or factory, the faithful shank’s mare still provides the 
only means of intercommunication, a condition which 
benefits only the cobbler. 

Why this lag in the development of the signaling 
market? Because we, of the electrical industry, have 
sold lighting, we have sold wiring and ventilating and 
electric cooking but we have not sold signaling. We 
think af fixtures and wiring devices, for instance, as 
very definite lines, each made up of closely related num- 
bers. When it comes to signaling, however, we think 
of bells, chimes, annunciators and telephones as minor 
and unrelated items. The latent market for these items 
will not come to life until we begin to sell signaling, 
instead of bells and push buttons. 

When we start to sell signaling as a line of related 
products, we immediately avail ourselves of two of the 
strongest known sales appeals—convenience in the home, 
lower costs in the office and factory. 

How can this new approach be applied to the home 
market? The wholesaler will say: “My salesmen can’t 
call on every man who builds a house—they haven’t 
the time.” He is absolutely right, but his salesmen 
can go out and put across to their contractors this idea 
of selling the convenience of signaling. In the case of 
speculative builders putting up groups of houses, the 


8 





ouc 
These old style mail boxes and vestibule phones 
offer a wide replacement market 


available business often 
justifies a direct approach 
by the wholesaler in co- 
operation, of course, with 
the contractor. 

The speculative builder is 
constantly looking for new 
features which he can in- 
stall in his homes, features 
which, while not too costly, 
will help him to sell his 
houses. Last summer two 
builders of this type started 
operations in one of the 
smaller suburbs of New 
York. The first started out 
by providing only the con- 
ventional door bell and buz- 
zer, but the second installed chimes. Now both builders 
are putting in chimes. In his latest house, a $17,000 
home, the first builder added a six drop annunciator in 
the kitchen with push buttons throughout the house— 
but it was a cheap surface type which failed to harmonize 
with the other kitchen appointments. Will the second 
builder merely copy this installation in his next house, 
or will some live electrical man come along and show 
him how to go his competitor one better by putting in 
a neat flush type annunciator ? 

Neither of these builders will furnish signaling in- 
stallations that are really complete until they are made 
to realize that signaling equipment is just as much an 
essential part of the modern home as heating, plumbing 
and lighting. The electrical salesman must talk signal- 


Retailers have found that, properly displayed, 2- 
and 3-station phones can be sold over the counter 





American Automatic 
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ing equipment first and the specific items afterwards. 

Door chimes are probably the easiest signaling 
items to sell the speculative builder. They catch 
the eye of the prospective buyer the moment he enters 
the house. Immediately they create the impression 
“Here is a modern home.” Like bare lamps, bells 
and buzzers are harsh and irritating, while chimes, 
like shaded light, are soft and pleasing. So chimes 
should be used for both front and back door signals, 
connected to give a two-tone call for the front, and a 
single tone for the rear entrance. 

Even in the cheapest homes, where the builder 
refuses to install chimes, he can still use his door 
signals as a selling feature. He can install the com- 
paratively new “Flushcall” devices which are mounted, 
together with the transformer, in a standard gang 
box. This type of signal, which is now made under 
license by several manufacturers, provides a far neater 
installation than the conventional bell and buzzer com- 
bination and at very little extra cost. 

In every home, additional door signals should be 
provided in those parts of the house where chimes 


in the front hall or bells in the kitchen cannot be readily - 


heard. They are needed in maids’ quarters especially, 
which are often located on the third floor. There is no 
more reason for installing signals loud enough to be 
heard on all floors than there would be in attempting to 
light the entire house with a single floodlight. And yet 
it is reported that a contractor once installed a four- 
inch bell in the kitchen rather than sell a second two-inch 
bell for the third floor. 

In every home which employs a maid, annunciators 
and intercommunicating telephones are both needed in 
the kitchen, and also in the maid’s quarters. Each of 
these devices performs its own function and neither can 
replace the other. The telephone saves steps in con- 
veying information. The annunciator is a call for 
service. In a house that is completely signal-equipped, 
the housewife will use the annunciator if tea or cocktails 
are to be served. If, however, she merely wishes to 
have an extra place set for dinner, she will pick up her 
intercommunicating telephone. Not until builders are 
given a complete sales talk on signaling equipment will 
they come to recognize this important distinction. Door 
signals, by the way, should never be connected to an 
annunciator. They demand prompt attention, and should 
therefore have a distinctive tone of their own. 

Anyone who has once enjoyed the convenience of an 


Offices provide a live market for intercommunicating 
phones 


American Automatic 





























































Door chimes are re- 

placing bells and buz- 

zers in up-to-date 
homes 


Modern, flush signals 
are far neater than 
surface type doorbells 


) Edwards 


extension Bell phone beside his bed will ever afterwards 
consider it a real hardship to be compelled to journey to 
the first floor to answer a call, because there is but a 
single phone in the house. Similarly, once a family has 
lived in a home equipped with annunciators and inter- 
communicating phones, they will wonder how they ever 
got along without these conveniences. To do without 
them would be just like giving up an oil or gas burner 
and going back to shoveling coal. 

Every complete installation that can be sold to a builder 
will educate at least one family, plus their friends, to 
the convenience of modern signaling equipment, and a 
complete installation means a substantial order for the 
wholesaler, too. It should include a door chime, at least 
two annunciators and an intercommunicating telephone 
system of at least four stations (living room, second 
floor, kitchen and maid’s quarters) plus the necessary 
transformer and wiring materials. 

While the residential market is perhaps the most 
obvious, the widest field for signaling equipment is in 
stores, offices and factories. Here the sales approach 
must be one of increased efficiency, of lower costs and 
faster service, rather than one of convenience. Creative 
selling is necessary to develop this market. Salesmen 
who discuss signaling equipment on their industrial calls 
will uncover many places where some sort of signaling de- 
vice can be profitably installed. Descriptions of installations 
in other plants will often lead an industrial executive 
to realize, for the first time, the need for a certain 
signaling device right in his own office or factory. 

For example, one industrial purchasing agent uses a 
lamp type annunciator to avoid interruptions. A red 
lamp says to the telephone operator “Take the message, 
but do not interrupt me now,” a blue lamp “I’ll answer 
the phone, but can’t see anyone,” while an amber lamp 
announces “I’m free to callers, send them in.” 

In nearly every business establishment there is some 
place where intercommunicating telephones will reduce 
costs and which an alert salesman can often uncover 
merely by utilizing his powers of observation. Sales 
running all the way from a single pair of phones to a 10 
to 15 station system may result. (Turn to page 24) 
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Warehouse 


Methods 


Catalogue Support 


By having the catalogue 
pitched at an angle, counter 
men at Nelson Electric Supply 
Co., Tulsa, Okla., find it much 
easier to turn through the 
pages. C. M. Tilt of that house 
created the outfit. Measures 18 
in. wide by 8} in. long by 9 in. 
high. Face board is at a 40 
degree angle. 






















Elbow Holder 


Treadway Electric Co., Little 
Rock, Ark., have adopted this 
method for storing large quan- 
tities of L’s. Taken from stock, 
two Il}-in. pipes extending 
parallel from floor to ceiling 
serve the purpose. They take 
little room as they are built at 
the ends of the bins. 


Pipe Conduit Rack 


A l-in. “L” plus a 7-ft. length of 1-in. pipe form partitions 
for the conduit rack at the Tulsa, Okla. house of Westing- 
house Electric Supply Co. A series of these “pipe lines” 
connected to a heavy beam at the rear and 1-in. pipes in front 
form a strong, 60-ft. rack. It is further reinforced in front 
by six pipes which extend to the ceiling. 
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Literature Rack 


Officials of Eaco, Inc., New 
Orleans, La., keep manufactur- 
ers’ pamphlets where they can 
be seen and easily reached with 
this holder on the sales counter. 
Partitions separate the various 
pieces. A settee faces the rack, 
so a waiting customer can 
hardly miss the suggestion that 
they are there to read. 





















Wire Measuring Platform 





When wire is to be measured at the W. B. Davis Electric 
Supply Co., Memphis, Tenn., the coil is tossed on this rigid 
platform. The “whirligig” rolls on a 36-in. by 36-in. plat- 
form, 24-in. from the floor. Table top is covered with }-in. 
flat steel so rollers move easily. Holes drilled in the four 
4x4’s enable pegs to be moved to fit any coil. 
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Despite increasing competition 
from chain stores, the market for 
residential lighting fixtures offers 
an unusual sales opportunity to 
the electrical wholesaler who 
adopts modern selling methods 





New Methods That Sell Fixtures 


ITH new construction practically at a standstill 

for the past seven years many wholesalers who 

once rated residential fixtures the most profitable 
branch of their business have lost interest. Many who 
had given up the line, are now showing renewed in- 
terest and contemplate reentering the field. These whole- 
salers must learn, however, that many changes have 
taken place in the last few years and that new methods 
are necessary today for the successful merchandising of 
lighting equipment. 

Chain store and syndicate merchandising now plays 
an important role in the distribution of fixtures. Many 
of the outlets carry a complete line. They have access 
to the same sources and enjoy the same prices as the 
wholesaler. This has made it extremely difficult for the 
contractor-dealer, formerly the wholesaler’s best outlet, 
to exist, and many have passed out of the picture as 
fixture dealers. 

Contrary to the general impression, however, chain 
stores are not “tough” competition. They do not give 
their merchandise away and, on fixtures especially, their 
mark-up leaves a generously 


- 


customer to this showroom where the sale is intelligently 
handled. The contractor thus ceases to be a merchant. 
He becomes the wholesaler’s field salesman. The experi- 
ence of electrical wholesalers who are today successful 
in this field show that proper discounts are essential. To 
meet chain store competition it is necessary to quote the 
consumer public a trade discount of 25 per cent from 
factory list which, in most cases, will be equivalent to 
that of the chain on comparable merchandise. For his 
part in the transaction, and to preserve the wholesaler’s 
prestige and policy, the contractor will receive 25 per cent 
of the net sale as his commission. In addition, an instal- 
lation charge will be made, since the chain stores do not 
install their fixtures. This arrangement should be en- 
tirely satisfactory to the contractor, as he is relieved of 
all investment, expense and trouble. 

When handled in this manner the transaction yields 
the wholesaler a merchandising profit of 405 per cent, or 
a mark-up on factory cost of 68 per cent. This added 
profit is justified. The wholesaler is entitled to extra 
compensation for the additional expense of maintaining 
his show room since, in all 
physical and essential de- 





wide spread between the 
wholesaler’s cost and the 
retail price which is amply 
sufficient to provide a rea- 


sonable profit for both the making; 


distributor and his  con- : . ‘ ‘ 
tractor, “Better Light-Better Sight” is opening up 
Some wholesalers who the re-fixturing market, and, 


have intelligently ap- 
proached this problem have 
found its solution in the 
maintainence of an attrac- 
tive and well equipped 
showroom in charge of a 
competent salesman. The 
contractor, who can no 
longer carry the investment 
in stock or maintain a dis- 
play, is invited to send his 


essential. 


A residential construction boom is in the 


Existing margins permit the wholesaler to 
meet chain store competition on residential 
lighting fixtures—but, 


Adequate show rooms and proper discounts 
to both consumers and contractors are 


tails, the operation becomes 
a retail one. 

Such a plan must be in- 
telligently presented and 
sold to the contractor by the 
wholesaler’s salesman. Some 
will at first protest that they 
are being crowded out but 
the salesman should have 
no difficulty convincing the 
contractor that, since he can 
no longer maintain a credit- 
able showroom or carry the 
investment necessary, some 
one must do it for him. 
Otherwise the chains will 
eventually monopolize this 

(Continued on page 24) 
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Selling Safety 





ITH public knowledge and 
interest in electrical matters 
increasing and the demand 


for electrical safety becoming more 
insistent than ever before, it is of 
prime importance today that whole- 
salers’ salesmen be equipped with 
irrefutable facts concerning the qual- 
ity, safety and acceptability of their 
lines. 

The necessity of being able to ad- 
vise contractors as to the suitability 
of various manufacturers’ products 
for particular applications is well 
known. The question of the rela- 
tion of products carried in whole- 
salers’ stocks to local rulings, wiring 
practices and code requirements is 
one of growing importance. Con- 
tractors expect accurate, well in- 


Radio equipment undergoing exhaustive tests 


An explanation of what lies 
behind the statement ‘“Ap- 
proved by the Underwriters’ 
Laboratories” provides con- 
vincing sales arguments for 
the wholesaler’s salesman 


By B. P. CALDWELL, JR. 


Assistant Secretary, 


Underwriters’ Laboratories, Chicago 


formed answers to these questions. 
The salesmen who want their busi- 
ness must be able to give them these 
answers. Performance, uniformity, 
practicability, safety—these subjects 
come up repeatedly in the selling of 
electrical supplies. 

How is the salesman to answer 
such questions? Where is he to gét 
authoritative, unbiased information 
to use as sales argument without 
fear of contradiction? 

There is a simple solution to these 
problems. 

Virtually all the electrical inspec- 
tors throughout the country recog- 
nize the National Electrical Code as 
the bible of the industry and base 
their local requirements upon it. 
The code in turn, designates Under- 













writers’ Laboratories as the author- 
ity on the acceptability of electrical 
devices and materials. “All fittings 
and materials before being intro- 
duced for use should be submitted 
for examination and test to Under- 
writers’ Laboratories” reads one of 
the five paragraphs on the inside of 
the cover of this document, outlin- 
ing the place of this organization in 
the electrical industry picture. 

A clearing house of electrical 
trade information has thus been set 
up for the good of all. 

It is to this 40-year-old non-com- 
mercial, engineering organization 
which operates for service, not for 
profit, that manufacturers volun- 
tarily submit their products for evi- 
dence of their suitability under the 
code. It is there that inspectors 
turn for interpretations of code 
rulings and information on mate- 
rials. For Underwriters’ Labora- 
tories is established to carry on in- 
dependent investigations so that the 
loss of life and property by fire and 
accident may be reduced. 

The standards of safe perform- 
ance by which they judge the numer- 
ous classes of devices submitted for 
their opinion, are based on actual 
experience, engineering knowledge 
and an appreciation of the problems 
of manufacturing and installation. 
They represent the concensus of 
opinion of the best minds in the in- 
dustry, for representatives of all in- 
terested groups have a voice in their 
formulation. 

Salesmen, therefore, with a back- 
ground understanding of the pur- 
pose and methods of this safety 
organization, and with _ specific 
knowledge of whether or not the 
devices they sell are approved, 
should be equipped with an effective 
sales argument and be able to an- 
swer authoritatively and without 
hesitation many of the inquiries 


Force draft hood for flame tests on wire and appliances 


os 


directed to them by their customers. 

With an Underwriters’ Labora- 
tories’ “List of Inspected Electrical 
Appliances” and the monthly sup- 
plements readily available, listed de- 
vices (as approved devices are 
termed) may be easily identified. 
This list, which contains approved 
products in nearly all classes of ma- 
terial found on wholesalers’ shelves, 
may be had for the asking. It com- 
prises practically all of the supplies 
listed in the “Standard Classifica- 
tion of Electrical Commodities Han- 
dled by Electrical Wholesalers,” as 
compiled and published by ELEc- 
TRICAL WHOLESALING. In addition 
to serving as a directory of ap- 
proved products the Laboratories’ 
list will be of assistance also in help- 
ing to locate special devices for par- 
ticular applications, for it lists the 
electrical ratings of numerous de- 
vices of many manufacturers. 

Some classes of approved mate- 
rials may of course be identified im- 
mediately by the “Underwriters’ 
Laboratories Inspected” labels at- 
tached to them. However, on many 
classes of devices it is not feasible 
to apply labels. Approved devices 
in this class may therefore be iden- 
tified by catalogue number, type let- 
ter, etc., in the list. 

In general, devices in classifica- 
tions other than those which carry 
labels are approved under what is 
known as Re-examination Service. 
They may, at the option of the man- 
ufacturer and by agreement with the 
Laboratories, carry as evidence of 
approval, a re-examination symbol 
consisting of the letters “UL” 
within a circle. 

The pride of manufacturers in 
the Laboratories’ approval of their 
products is justified by the thor- 
oughness of the tests to which the 
devices are subjected. Approxi- 
mately 50 per cent of the original 










investigations undertaken reveal the 
necessity of changes in the devices 
before they may be approved. Out 
of those refused approval on the 
first submittal, approximately 50 
per cent are subsequently resub- 
mitted with corrections necessary to 
warrant approval. 


| phate the completion of an 
investigation which terminates 
in a listing is only the beginning of the 
Laboratories’ work, for any organ- 
ization presuming to publish out- 
standing advice concerning the 
products of another organization 
must know at all times that the cur- 
rent output of these products re- 
mains such as to warrant their public 
endorsement. Therefore Under- 
writers’ Laboratories operates a fac- 
tory inspection service on all ap- 
proved products, making approval 
and listing contingent upon the 
manufacturer’s agreement to the 
terms of inspection. Inspectors 
working out of the three Under- 
writers’ Laboratories’ plants in Chi- 
cago, New York and San Francisco 
and also out of offices in 186 major 
cities throughout the country con- 
duct, on all of the devices approved 
by the Laboratories, approximately 
50 thousand inspections annually. 

Testimony in evidence of the wis- 
dom of requiring the use of only 
approved electrical materials is 
given by the list of cities and states 
prohibiting the sale of unapproved 
electrical material appearing on this 
page. This list is the result of a 
survey by the National Electrical 
Manufacturers’ Association and has 
been brought up to date as of July 
15, 1935. The various ordinances 
and regulations endow the local in- 
spector with the power of approval. 
In many cases, however, they stipu- 
late listing by Underwriters’ Lab- 
oratories. 


Snap switch and socket endurance testing machines 


































Above—A. X. McLain, 
Spokane district manager, 
Graybar Electric Co., holds 
his breath while J. E. E. 
Roger, vice-president and 
general manager, Washing- 
ton Water Power Co., makes 
an all-important putt. 


Below—The non-golfer is 
L. W. Brainard, general 
sales manager, Idaho Power 
Co. M. H. Nicol, San Fran- 
cisco district manager, Gray- 
bar Electric Co., is taking 
life easy at the expense of 
his club. 


On The Links 


at 


Top—M. .H. Jankelson, vice- 
president and treasurer, Incandes- 
cent Supply Co., is the gaily-attired 
gentleman on the left. R. F. 
McDonald, San Francisco district 
sales manager, Westinghouse Elec- 
tric Supply Co. is the other mem- 
ber of the duo. Mr. Jankelson is 
the new chairman of the Pacific 
Division. 


Below—Left to right, Phil Car- 
son, Los Angeles district sales man- 
ager, Graybar Electric Co.; B. F. 
Rowley, Intermountain district 
manager, Hotpoint, Salt Lake City; 
R. F. Glendennin, Pacific district 
manager, National Carbon Co. 
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Above—A. C. McMicken 
stands on the left. The 
gentleman on the right is 
W. R. Marshall, vice-presi- 
dent and Pacific coast man- 
ager, Westinghouse Electric 
& Mfg. Co. 


Below—Facing the camera 
is A. C. McMicken, general 
sales manager, Portland 
Electric Power Co. The pro- 
file belongs to George Bor- 
ing, Portland district man- 
ager, General Electric Sup- 
ply Corp. 








Paeifie Division. NEWA., Probes 
Business Ailments 


Speakers at winter convention at Del Monte, Feb. 13-15, urge whole- 
salers to take more part in promotional work, M. H. Jankelson chosen 
as chairman to succeed Ross Hartley 


ARKET development and business 

opportunities for 1936, unethical 
competition and steps for meeting it, re- 
sponsibility of the wholesaler for better 
industry salesmanship, and customer 
reaction to present day policies and serv- 
ices of the wholesaler were subjects 
brought into clearer focus at the annual 
winter meeting of the Pacific Division, 
NEWA, at Hotel Del Monte, Calif., Feb- 
ruary 13-15. With a registration in ex- 
cess of 100, the meeting was one of the 
most successful, largest and most inter- 
esting held in recent years. 

Two features were outstanding; one a 
session in which mutual problems of the 
wholesaler and manufacturer were pre- 
sented by the Ben Franklin Electric Club 
of Northern California and the second 
a session in which utility leaders of the 
Pacific Coast discussed intimate problems 
of the power companies as they affect the 
wholesalers and other branches of the 
industry. 

Commended were the aims and ideals 
of the newly organized group of manu- 
facturers and agents in northern Cali- 
fornia who comprise the Ben Franklin 
Electric Club. These were explained by 
W. W. Glosser, president of the club, 
who served as chairman of the meeting 
sponsored by this group. At this session 
George W. “Doc” Allison of the Edison 
Electric Institute outlined the opportuni- 
ties presented by the new national kitchen 
modernization program, made a plea for 
cooperation from the wholesalers in the 
formation of local bureaus and empha- 
sized the tendency toward ensemble sell- 
ing, pointing to the success the plumbing 
industry has enjoyed in modernizing bath- 
rooms. All business’ responsibilities and 
problems in relation to politics were out- 
lined by F. T. Letchfield, vice-president 
in charge of industrial relations, Wells 
Fargo Bank & Union Trust Co., San 
Francisco and C. R. Knight, director of 
the industrial section of the California 
State Chamber of Commerce. 


Utility Cooperation 


The attitude of the utilities toward the 
other branches of the industry was sum- 
med up by George Gadsby, president of 
the Utah Power & Light Co., Salt Lake, 
when he said, “we invite you as never 
before, with a clarity and sincerity as 
never before, to join in a coordinated ef- 
fort to capitalize on the electrical indus- 
try’s new opportunities.” R. E. Fisher, 
vice-president in charge of public rela- 
tions and sales, Pacific Gas and Electric 
Co., San Francisco, paid a tribute to the 
Pacific Division of NEWA for maintain- 


ing, for 27 years, an open forum for co- 
operative endeavor. He pointed to the re- 
cent government threat to disrupt the 
established channels of appliance distribu- 
tion through direct factory purchases by 
cooperatives formed under the REA, and 
asked that action be taken to bring pres- 
sure to bear on Congress to prevent such 
tactics. 

Cooperative market development and 
regional industry sales activities were 
evaluated by a number of speakers. Fred 
Todt, Los Angeles district manager, G.E. 
Supply Corp., described the recently or- 
ganized Electrical Development League 
of Southern California, formed by all 
branches of the industry to aid in the dis- 
posal of power from Boulder Dam. 


Appliance Opportunities 


Plans for cooperative sales programs 
in northern California for 1935 were out- 
lined by H. M. Crawford, general sales 
manager of the Pacific Gas and Electric 
Co. He pointed to a $23,000,000 electri- 
cal market as the goal set for his company 
and the 1,600 electrical dealers in its ter- 
ritory. A responsibility which the whole- 
salers must share, he declared, is in the 
education of the 5,000 dealers’ salesmen 
who must do this job, and who are the 
weakest link in the distribution chain. 

How one utility has made an ally of 
the wholesalers’ salesman was explained 
by A. E. Holloway, vice-president and 
commercial manager of the San Diego 
Consolidated Gas and Electric Co. He 
told of frequent meetings sponsored by the 
utility to which all wholesalers’ salesmen 
are invited at which detailed explanations 
of rates, policies and problems of the 
utility are made so that the salesman 
might be more effective in his work with 
dealers and contractors. Large increases 
in commercial lighting business have re- 
sulted from discussions at one of these 
sessions, he declared. 

Appliance market opportunities, in 
which the wholesalers will participate, as 
a result of utility promotional and sales 
activities were described by L. W. Brain- 
ard, general sales manager, Idaho Power 
Co., Boise, and George C. Tenney, editor, 
Electrical West. 

Speaking of the wholesalers’ opportuni- 
ties in participating in this business, Mr. 
Brainard declared: “Wholesalers can 
well afford to check with each utility 
and after becoming familiar with its pro- 
motional plans, tie in to help the utility, 
and incidentally themselves, to secure 
maximum results. Many have under- 
valued the dealers’ business and have 
continued to spend their expense money 
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without a return in the hope of securing 
all or a portion of the utility’s business. 
Too often the utility sales manager gets 
a call from a dealer who has been con- 
tacted by an uniformed wholesaler’s sales- 
man who tells the dealer what so-and-so 
utility is doing. Every utility cannot 
underwrite every promotional plan. Find 
out the facts about the plan for your terri- 
tory and then help the dealers capitalize 
on its good points. Don’t carry mis- 
leading tales.” 

California’s electrical appliance market 
for 1936 will aggregate $61,000,000 in- 
cluding installation figures according to 
a resumé of utility quotas presented by 
Mr. Tenney. 


Unethical Competition 


Thought provoking were two papers 
dealing ‘with customer reaction to whole- 
salers’ practices and unethical competi- 
tion. J. A. Kahn, Intermountain district 
manager, G.E. Supply Corp., surveyed 
30 utility and industrial purchasing agents 
for constructive criticisms of practices 
and policies with surprising results. De- 
livery, stock maintenance, lack of sales- 
manship, too many back orders and sales- 
men’s lack of knowledge of stocks were 
points brought out. 

Glen L. Jackson, vice-president and 
commercial manager of the California, 
Oregon and Mountain States Power 
Companies, presented a paper on unethi- 
cal competition from the standpoint of 
the wholesalers’ customers based upon a 
field survey in his territory. Basic opin- 
ions justifying field practices which 
wholesalers have criticised in the past 
were presented, many of which Mr. Jack- 
son concluded were due to failure of the 
wholesaler to recognize trends or modify 
policies. Stress of depressed business 
conditions account for emergency policies 
and practices which have been permitted 
to become permanent despite the definite 
improvement in business, he pointed out. 
Many of the corrective measures must be 
applied by the wholesalers themselves in 
his opinion. 

Marvin H. Jankelson, Incandescent 
Supply Co., San Francisco, was elected 
chairman of the division for the fiscal 
year beginning July 1, 1936, to succeed 
Ross Hartley, president, Electric Corp., 
Los Angeles. Albert H. Elliott was re- 
elected secretary. The next meeting of 
the division was set for Del Monte, 
June 11-13. 


Golf Tournament 


In the golf tournament the traditional 
Copper Cup was won by Allen Phillips, 
Incandescent Supply Co., San Francisco ; 
the Roscoe Oakes trophy went perma- 
nently to Charles Glendennin, Pacific 
Coast manager, National Carbon Co. for 
the third win ; the manufacturers’ cup was 
won by Arthur Johnson, S & M Lamp 
Co., Los Angeles, and the central station 
trophy was won by A. C. McMicken, gen- 
eral sales manager, Portland General 
Electric Co., Portland, Ore. 
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MEN YOU SHOULD KNOW 





* C. B. NELSON 


President, Nelson Electric Supply Co. 


HIRTY years in the electrical 

| wholesaling industry have im- 

pressed C. B. Nelson, Tulsa, 
Okla., with the vital importance of 
one principle—good service. Uni- 
versally accepted as important in 
building and maintaining business, 
to him it stands head and shoulders 
above everything else. During his 
career Mr. Nelson has seen price- 
cutters come in with a flurry, do 
well for a certain period, then drop 
from sight. Service, he is con- 
vinced, met their destructive com- 
petition and slowly but surely sealed 
their doom. 

Reliable, quality merchandise 
handled by a group of men who are 
trained to provide accurate, pleasant 
and fast service will keep the wheels 
spinning despite price-cutters and 
their kin. That is the foundation 
on which Mr. Nelson has built for 
himself a prominent place among 
the electrical men of his territory. 

Mr. Nelson traveled far afield for 
his business success. His native 
heath is the state of Virginia, where 
he was born in 1888. Shortly after 
receiving his high school credentials, 
young Nelson boarded a train for 
St. Louis. There he made contact 
with the Ewing-Merkle Electric Co. 
He started off in the shipping room, 
then moved to the warehouse, finally 
landing in the office. A better op- 
portunity lured him to the Westing- 
house Electric Supply Co. in the 
same city. There, at the counter, 
he demonstrated some first class 
sales ability so he was given a couple 
of catalogs with instructions to 
bring in some orders. His success 
as a salesman was such that three 
years later he attracted the attention 
of the Central Electric Co. This 
firm wanted someone to travel Okla- 
homa, so down went Nelson. He 
remained there until 1917, when he 
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Tulsa, Okla. 


In His Three Houses 


entered the service. 

With the end of the 
war, Mr. Nelson re- 
turned to take a sell- 
ing job with Gray- 
bar’s Kansas City 
house, later becoming 
head salesman of the 
Tulsa office. 

In 1926, deciding 
that he should try for 
himself, Mr. Nelson 
resigned from Gray- 
bar and opened his 
own office. The of- 
fice was all that he had to work with 
until two years later, when he was 
able to open a first class warehouse. 
He still operates from his original 
location. Each year he has added 
more lines and more warehouse 
space. After four years, a branch 
was organized in Dallas. His 
brother, Page, was placed in charge. 
A third house opened its doors in 
Oklahoma City a little over two 
months ago, under the management 
of W. L. Muir, formerly of the 
Tulsa house. 


| hep lalpaee near large oil-producing 
fields, each house specializes in 
supplying electrical products to refin- 
eries, oil and pipe line companies. 
The firm also does a good volume 
with contractors, industrials, and 
utilities. A complete line of small 
appliances is carried for the dealer 
trade. 

From the time that Mr. Nelson 
first served behind the counter, he 
has been primarily sales minded. 
Today he finds no satisfaction in a 
“swivel-chair” executive’s job, so 
each day spends several hours con- 
tacting the trade. 

This Tulsa wholesaler feels that 
one of the first elements of service 
is an adequate stock. “Regardless 


Service Comes First 


After 30 years of experience in the elec- 
trical field, C. B. Nelson is convinced 
that service is the only successful founda- 
tion of a wholesaling business. 
stocks are the first requisite, he says, but 
the office, the sales force, and the ship- 
ping room must all be geared to the 
service ideal if results are to be achieved 


Adequate 


of how fast we move, or how much 
we know, if we do not have the sup- 
plies on hand, we will not be in a 
position to give service,” says Mr. 
Nelson. He believes further that 
knowledge of all lines, combined 
with a picture of the customer’s 
business and consequently his needs, 
is another requisite of good service. 
He expects each salesman to acquire 
such facts. 

Each warehouse is well planned 
so that counter men, stock men and 
those in the shipping. department 
can carry on the service “theme.”’ 
Care doesn’t stop there, however, 
for Mr. Nelson believes that state- 
ments and other material coming 
from the clerical department is 
equally important in order to satis- 
factorily complete the service cycle. 

There is no formal wholesalers’ 
association in Tulsa, but representa- 
tives of each concern gather for oc- 
casional luncheon meetings. These 
discussions Mr. Nelson attends. He 
is also a member of the NEWA ex- 
ecutive committee. 
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F | R S T we brought you 


the Original “SLICK FINISH’ 


wire with our 


EBONY LINE 


The 50% easier pulling wire. This increased 
your sales and your profits because the user 
bought the wire that 


Saved “Pulling Time” 


T H E N we brought you 


the first IDENTIFIED CIRCUIT | 


“lh \ | wire with our 


RAINBOW LINE 


When the user saw he could do circuit testing 
in one third the time he insisted on Rainbow. 
You profited—the user 


Saved “Belling Out Time” 












UNITED STATES 





18 ELECTRICAL WHOLESALING — March 1936 ' 












we bring you 


“CLEAN-STRIP" 
SAFECOTE 

































@ Here’s the fastest stripping—cleanest stripping Safe- 
cote wire you have ever seen. A comparative time study 
a 
conducted during the wiring of a school building brought 
out these facts: 
Average stripping time per END \ 
4% times faster than regular Code Wire 1 
Average stripping time per FIXTURE 
. 2% times faster than regular Code Wire 
4 Average time to complete the connection per FIXTURE 
twice as fast as regular Code Wire. 
66 re . 99 
Saves “Joining Time 
9 UNITED STATES RUBBER PRODUCTS, INC. 
1790 Broadway New York, N. Y. 
2 
ail 
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View of third floor showing delivery chute Main show room extends across entire first floor 


A Modernized Warehouse 


Improved lighting that provides from 12 
to 50 foot candles features this recondi- 
tioned home of the General Electric Supply 
Corp. in Portland which has been con- 


verted into a thoroughly modern warehouse 


OMPLETELY modernized at a cost of over 

$40,000, this four-story building at 210 N.W. 

Broadway, now houses the Portland, Ore., 
branch of the General Electric Supply Corp. In the 
remodeling process, special attention has been given 
to the lighting. Foot-candles range from 12 to 50, 
depending on the requirements of the work. The 
lowest intensity is found on the second and third 
floors of the warehouse; the highest, in the ware- 
house portion of the main floor. 

Formerly used as the Northwestern headquarters 
for Studebaker, the building is provided with excep- 
tional elevator service. If desired, a loaded truck 
may be lifted to the top floor. Facilities throughout 
the building for storing and handling merchandise 
and supplies feature the most improved methods. 

A pneumatic order-conveying system and a com- 
plete inter-communicating telephone system greatly 
aid in speeding up service. Five specially equipped 
rooms, exclusive of the general display room, are 
provided for the display and demonstration of mer- 
chandise lines with two complete electric kitchens. 


Truck entrance and freight elevator 





lie 1 iii. 
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A demonstration kitchen also serves as a lunchroom View of city counter and open stock 




















While general business made 
substantial improvement during 
1935, there was a wide variation 
in the showings of individual in- 
dustries. For example, while production of coal 
dropped slightly, automobile sales jumped 46 per cent. 

Obviously, those industries which made substantial 
gains last year, should offer the best markets this year, 
because increased production calls for increased ca- 
pacity through both modernization and addition to 
plant. 

According to Business Week, residential construc- 
tion, which topped the list with a 92% gain, was fol- 
lowed by: machine tools 86%, woolen mills 83%, oil 
burners 55%, automobiles 46%, steel 31%, rayon 29%, 
paint 21%, oil wells 21%, rural sales 19%, household 
refrigerators 14%, washing machines 12%, lumber 
12%, and cotton mills 4%. 

Wideawake salesmen and sales managers will seek 
out the plants in their own territories which are in- 
cluded in this preferred list of industrial prospects. 


Industrial 
Markets 


This is election year. It is the 
time when members of Congress 
are most anxious to carry out the 
wishes of their constituents. 
Therefore it is the time when business men can most 
effectively demand relief from the burdens of recent 
legislation. 

Our readers are already familiar with the provisions 
of the Social Security Act. In January, and again in 
February, we pointed out the far-reaching effects of 
this Act on the profits of business and the purchasing 
power of the individual. 

The objectives of the Act are commendable, but can 
they be attained through the methods prescribed? This 
Act can, and should be, amended at this session of Con- 
gress. It will not be amended, however, unless sufficient 
pressure is exerted immediately upon every Congressman. 

The time for action is Now before the old-age taxes 
become effective, before standards of living are reduced, 
and before business suffers from increased costs and 
decreased markets. 


Security Or 
Insecurity? 


How long does the average cus- 
tomer remain a customer? In 
order to answer this question a 
firm of marketing counselors has 
made a study of the life cycle of customer relation- 
ships. Some rather startling facts are uncovered, facts 
over which every sales department will do well to 
ponder. 

It was found that the average period of time during 
which a customer’s name remains on the books is be- 
tween six and seven years. During this comparatively 
short period the typical account goes through the five 


Customer 
Mortality 
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stages of its life cycle: prospect, new customer, regular 
customer, old customer and, finally, former customer. 

Dun and Bradstreet report a similar figure. They 
find that out of two million concerns in active business 
during the past five years, an average of 360,000 went 
out of business each year, and were replaced by 375,900 
new enterprises. 

These two studies, made independently of each other, 
indicate an average annual customer mortality of 15 
per cent. Hence, if the average concern would merely 
hold its ground, it must obtain an annual replacement 
of 15 per cent in new customers. If it would make, for 
example, a 10 per cent increase in number of accounts, 
then it must gain 25 per cent in new customers. 

This situation suggests two important questions which 
every sales manager, and every salesman, must answer 
for himself : 

1. What am I doing to hold on to my present ac- 
counts ? 

2. What are my definite plans for securing 15 per 
cent or better of new customers for replacing customers 
which may be lost during the year ? 


Recent inquiries on sales of hack- 
saw blades brought some inter- 
esting replies. One wholesaler 
stated that, although this was a 
comparatively new line with his concern, he had already 
sold 40 gross. Other firms reported annual sales of 
from 50 to 300 gross. These houses all carried stocks 
and their salesmen were out after orders for this item. 

Another group of wholesalers said they seldom had 
a call for hacksaw blades. Consequenty they did not 
stock them, their salesman made no effort to secure 
orders and, in the event that an order did come in over 
the transom, it was picked up from a local hardware 
house. 

The viewpoints of these two groups of wholesalers 
on this particular line illustrate the difference between 
order taking and selling. 


Order Taking 
Vs. Selling 


WHAT has become of the “certi- 
fied lighting” idea which the Stat- 
ler hotels pioneered so success- 
fully not so long ago? Major 
Gray, of Chicago’s Electrical Association, suggests that 
IES standards be extended beyond portable lamps to 
include illumination adequacy for commercial build- 
ings, with the awarding of a “Certificate of Adequacy” 
similar to the old “Red Seal” certificates. Such a certifi- 
cate, Major Gray points out, should greatly increase 
the interest of renting managers, building owners and 
the management of hotels and other public buildings. 
Adequacy standards for the illumination of commercial 
buildings, prepared by the Illuminating Engineering 
Society, and promoted by the National Better Light- 
Better Sight Bureau would provide local electrical 
leagues a definite objective for local cooperative cam- 
paigns, and these campaigns, in time, would develop 
business for the wholesaler. Major Gray’s proposal 
appears sound, timely and deserving of consideration 
by the entire electrical industry. 


Certified 
Lighting 
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The Homestead 





PLAN. NOW TO ATTEND 
Spring Convention 
of the 


National Electrical Wholesalers Association 


Week of May 4 


Hot Springs, Va. 











Selling Planned 
Kitchens 





(Continued from page 7) 


interested in the point of buying ?” 

“The dealer who expects that,” he re- 
plied, “is going to be disappointed. The 
purpose of the electric kitchen as in- 
stalled in the dealer’s store is for show- 
ing and demonstrating the equipment, 
by request, if you please, as nearly as 
possible under conditions prevailing in 
the home. If he is wise, he will have 
every piece connected to the wiring and 
to the plumbing. When hot water is 
mentioned, it should come steaming from 
the faucet, heated by the electrical water 
heater adjoining. Elements should glow 
and pilot lights come on when the 
switches are turned. With such a 
set-up, the dealer can seat his prospect 
and go through with an illustrated talk 
for two hours, and not repeat himself. 
No sale should be completed until the 
prospect has been thoroughly acquainted 
with all the advantages of the kitchen 
and is able to do home selling to her 
friends; getting prospects for you. 

“An actual case will illustrate what I 
mean. We have a dealer in a city of 
about 15,000 who uses his kitchen as I 
have described. A nearby farmer had 
been ‘figuring’ for nearly a year on elec- 
trical pumping equipment, but the pump 
man had never been able to close him. 
One day this farmer and his wife drifted 
into our dealer’s store, thinking that 
they might ‘figure’ on an electric range. 

“The dealer sat them down comfort- 
ably in front of his electric kitchen and 
took them through the whole journey. 
They sat through two hours and a half 
of talk and demonstration, with real in- 
terest. But they did not see how they 
were going to swing it. What they 
wanted by that time was the complete 
kitchen or nothing, and he was talking 
to them in terms of nearly a thousand 
dollars. He then explained the FHA 
plan of financing, which seemed to clear 
up the last doubt, until they happened 
to think of the water. They were out- 
side of any water district, although they 
had electricity. What was the good of 
all this wonderful kitchen without run- 
ning water? 

“The dealer then told them that, while 
he did not handle pumps, he could get a 
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price on electrically operated equipment 
and add it in with the other items in 
the financing plan. He turned to the 
telephone and called the same pump 
dealer who had worked so hard on the 
prospect, got the price, added it and 
the contract was closed then and there. 

“Tt seems to me that the above ex- 
ample typifies the new era of selling 
into which the electric kitchen idea has 
brought the industry, as compared with 
the past. The efforts of the pump man 
represent, to a more or less degree, what 
we were up against when the attempt 
was made to sell a range here, a refrig- 
erator there, a water heater somewhere 
else. We and our dealers were trying 
to sell by the power of persuasion alone. 
The customer could not visualize what 
we were trying to do.” 

“Beyond the factor of visualization, 
are there any other selling factors which 
are embodied in the electric kitchen 
idea ?” we asked Mr. Bach. 

“There surely are,” he answered. 
“With all deference, it may be said 
that the average woman is a born ac- 
cumulator. The electric kitchen holds 
forth the same possibilities that apply 
to the living room of the home. The 








Even in North Carolina, Jack 
Frost added an appropriate touch 
for the holiday season. Paul Hogan, 
vice-president, Electrical Supply Co., 
New Orleans, and Mrs. Hogan were 
hardly accustomed to such wintry 
blasts. That “stogie” looks as if it 
might be helping Mr. Hogan to bear 
up. 


equipment can be bought piece by piece, 
with the same care and discrimination 
for good pieces and artistic effect, that 
most women delight in exercising when 
evolving their living room, their sets of 
silverware, accumulations of linen, etc. 
She is beyond the stage now where she 
buys a range as merely something to 
cook with. A new kind of house- 
furnishing plan has been set up in which 
the range is but one part. The whole 
thing started as a sort of whispering 
campaign, but it is now becoming more 
like a public clamor.” 

“How are your dealers falling in line 
with the idea, Mr. Bach? What are 
you doing among the dealers to pro- 
mote it?” 


“What this crystallizing of the idea 
means to the wholesaler is evident on 
the face of it,” he replied. “Here is 
something tangible for the dealers to 
work with. And it gives us wholesalers 
something on which we can concentrate 
and in connection with which, we can 
render a real service to the dealer. As 
I go around through our territory, I 
see the number of complete electric 
kitchen displays increasing with every 
trip, even in the small communities. 
Neither is it the large department and 
furniture stores alone who are doing it. 
The smaller dealers are taking it up. 

“The dealer, whoever he may be, to 
do any kind of a job, must have for 
display purposes at least one of each 
of the major appliances as well as a full 
complement of the smaller accessories. 
It is our effort to impress upon him 
the importance of arranging them into 
the form and appearance of a planned 
electric kitchen. Convenience outlets 
should be provided for fans, waffle irons 
and a host of other practical and neces- 
sary electrical appliances. 


“When a prospect is brought in to 
inspect the kitchen, let her see the ele- 
ments warm up. Let her see the dish- 
washer work. This is all a part of the 
reality that must be injected into the 
picture. As wholesalers, it is our place 
to see that the dealer himself gets the 
real picture first.” 


“What is the woman’s reaction to all 
this?” we asked. “Can she picture the 
kitchen in her mind as part of her own 
home?” Having heard of the Westing- 
house special planning service, it seemed 
desirable to have him say a few words 
on that. 


“As an extension of the dealer’s model 
kitchen,” he explained, “we have the 
home engineering service as inaugurated 
by the Westinghouse company. There 
is now placed at the disposal of every 
one of our dealer’s salesmen, through 
the agency of the wholesaler, what 
is called the ‘Request for Electric 
Kitchen Plan.’ It is an 84 by 11 inch, 
four-page printed form. The two center 
pages contain the essentials of the idea. 

“The salesman takes this form to the 
home of the prospect, and from her se- 
cures the detailed information necessary 
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“| KNOW SAFETY SWITCHES LIKE 1. 





KNOW THE MEMBERS OF MY. 
FAMILY, THEIR FEATURES AND THEIR: 
DISPOSITIONS. IVE WATCHED | 
THEM DO THEIR ONS AND OFFS 
DOWN THROUGH THE YEARS 
... ON THE HARD, DEMANDING 
JOBS AND ON THE QUIET EASY | 
JOBS. IVE SEEN ENOUGH PRODUCTION | 
JAMS AND GRIEF TO KNOW YOU | 
CANT PUT YOUR FINGER ON ANY | 
ONE SPOT AND SAY, ‘HERE'S WHERE | 
THE TROUBLE WILL START. IT MAY BE| 
THE ACTION, IT MAY BE THE CASE; 
IF NOT A WASHER, MAYBE A | 
MOUNTING BOSS. EVEN A DOOR | 
THAT DIDNT CLOSE HAS RAISED | 
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Who Cares About a Corner? 


ERHAPS even the user himself doesn’t 
Pow very much whether the corners 
of his safety switch case are tight and 
square. Perhaps it doesn’t matter to him 
whether the door shuts or not. 

But it matters to Cutler-Hammer.There’s 
an inescapable logic in the statement 
“a safety switch is the exact sum of its 
parts,” and C-H is building for not less 
than perfection. 


But look at the matter from your side. 
How do you know what details to slight? 


Isn't it true that accident or damage 
involving a switch has resulted from the 
oddest causes, from unforeseeable be- 
ginnings? How then know what details 
to slight? 

Instead, C-H brings equal perfection 
to every detail. And it at least pays C-H, 
to judge from the number of C-H Switches 
handled by alert contractors and 
independent wholesalers everywhere. 
CUTLER-HAMMER, Inc., Pioneer Man- 
ufacturers of Electric Control Apparatus, 
1327 St. Paul Avenue, Milwaukee, Wis. 


-UTLER-HAMMER SAFETY 


THE, DEVIL. A SAFETY SWITCH JUST | 
CANT BE SLIGHTED IN ANY DETAIL. | 
IT 1S NOTHING BUT DETAILS, AND | 

|| IN THE FINAL ANALYSIS, EACH 
We 1S AS IMPORTANT AS THE REST.” 





| 
@ The C-H line includes all types and = 
Standard, We athe erproof a dielies P 

Safety Switches and Range Switches and Servi: 
Equipment for every locality —a it bu ilt to t 
famous C-H Ptr Leadership Standa 
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+ They’re About Even, at any rate as far as height is concerned. These 
gentlemen are all doing their bit to satisfy customers of Reichardt Electric 


Co., Houston. In front, from the left: 


Earl P. Edgley, secretary; J. E. 


Edgar, lamp department; W. F. Ghiselin, sales, and the president, H. F. 
Reichardt. In the rear: J. R. Thompson, sales manager; C. W. Hadden, 


sales, and W. T. Thompson, counter man. 


Incidentally, it’s a good bet that 


Mr. Reichardt is proud of those neat shelves. 





concerning the present lay-out and 
equipment of the kitchen. In a ruled 
space on the bottom page, they proceed 
to lay out an exact plan of the kitchen. 
All door, window and other openings 
are indicated to scale, also height of 
window from the floor, etc. Location 
and size of present equipment are also 
shown, together with radiators and 
registers. An instruction sheet. above 
the squared-off area gives the salesman 
complete instructions as to how to pre- 
pare this data. A sample floor plan 
on the instruction sheet is a further help. 

“When this ‘request for information 
sheet’ has been filled in, and the floor 
plan drawn, it is transmitted by the 
dealer through the wholesaler to West- 
inghouse merchandising headquarters in 
Mansfield, O. There a complete home 
engineering staff is maintained, includ- 
ing experts in home planning, decora- 
tors, artists and draftsmen. This 
woman’s kitchen plan is taken as it 
stands and made over on paper into 
what it will look like when it is con- 
verted into a modern electric kitchen. 
A new location plan is made and blue- 
printed, showing what equipment is 
needed and how it should be located. 
In addition to the plan, colored draw- 
ings show the room in perspective as 
it will appear after the changes have 
been made. Included in a handsome 
folder, this is returned to the dealer who 
lays the plans and sketches before the 
prospect. The woman is now looking 
at her new kitchen. She had seen the 
model kitchen installed in her dealer’s 
store, utility or elsewhere, and had the 
convenience demonstrated, but perhaps 
she lacked just one element, and that 
was her conception of how it would look 
when installed in her home. 

“Ts it any wonder, then, that with such 
plans to carry on to our dealers’ kitchen 
installations running to $1,000 or even 
more at the outset are not uncommon? 
Or that, in more frequent cases, the plan 
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is made and the foundation pieces sold 
leading to complete equipment that will 
reach that figure in the course of time? 

“There are sO many agencies now 
giving impetus to the idea, that the 
wholesaler, or the wholesaler and his 
dealer are no longer playing a lone 
hand. The department store has stepped 
in as a dealer with its great advantages 
of clientele, capital and advertising. The 
utilities are of course back of the plan 
as well as the newspapers with their 
home economics departments, equipped 
with kitchens and trained demonstra- 
tors, giving columns of publicity to the 
kitchen through their reading pages. 
Everything that the model bathroom 
was to the plumbing industry, this com- 
plete planned electric kitchen is to ours. 
Simple as it appears to be, now that we 
are started on it, I believe it is the 
greatest single merchandising idea that 
the wholesaler and his dealers have ever 
had to work with.” 





New Methods That 
Sell Fixtures 





(Continued from page 11) 


business. The wholesaler is the logical 
one to handle the problem. The contrac- 
tor is relieved of any cost or trouble and 
should be satisfied with less profit while 
the wholesaler, with the added expense, 
is manifestly entitled to a larger profit. 

In presenting his plan to the contrac- 
tor, the wholesaler’s salesman should 
use the word “commission” instead of 
“profit,” since the contractor’s part is 
essentially that of an agent rather than 
a dealer. 

To the small contractor who does 
maintain a showroom the wholesaler 
may continue to grant the usual 50 per 
cent discount on all orders shipped di- 


rectly out of wholesale stock, or when 
no showroom activity is involved. Even 
this type of operator should be urged 
to grant his retail trade a discount of 
25 per cent from factory list, otherwise 
with the automobile and good roads the 
business will often find its way to the 
chain store, thus depriving both the 
wholesaler and contractor of the order. 
The small contractor who orders from 
catalog though maintaining no display is 
also entitled to usual 50 per cent discount. 

This logical plan for meeting the new 
conditions has been successfully applied 
by many wholesalers. It deserves the 
careful consideration of all who con- 
template participating in the revival of 
the fixture market that lies ahead. 





Signaling Equipment 








(Continued from page 9) 


Paging systems, using either bells or 
sirens, are a necessity in all factories and 
stores of any size, where executives are 
frequently away from their desks. 

In-and-out annunciators speed up 
switchboard service. When a salesman 
or executive enters or leaves the building 
he pushes his annunciator button as he 
would a time clock and the operator can 
tell at a glance whether or not he is in. 
Hospitals are installing this type of an- 
nunciator for their staff doctors. When 
a call comes in for a certain person the 
operator does not have to hold the line 
open while she tries to locate him, often- 
times using the paging system only to 
decide after several minutes of waiting 
that he must have gone out. Such delays 
are not only aggravating to the person 
calling in, but they slow up switchboard 
service and increase costs. 

While the construction of new apart- 
ment houses remains virtually at a stand- 
still, owners of old apartment buildings 
are finding that modernization pays for 
itself through increased rentals and fewer 
vacancies. Few of these older buildings 
have the large mail boxes, approved by 
the post office department, which hold 
newspapers and magazines as well as 
letters. Also, both lobby and suite tele- 
phones have been greatly improved since 
these buildings were erected. Suite 
phones are now available in a variety of 
decorative shapes and finishes. One 
manufacturer offers a phone with a 
chime signal, while another has developed 
a loud speaking suite phone. Rectifiers 
are now on the market which allow the 
talking circuits to be connected to an a.c 
supply, thus eliminating poor service due 
to run down batteries, also the cost of 
battery maintenance. These improve- 
ments make the existing installations in 
older buildings decidedly obsolete. 

New signaling equipment can often be 
sold to apartment houses by following 
up real estate operators and banks. Last 
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A Standardized Wireway and Raceway} 


Approved by Underwriters Laboratories 
Saves Time ... Labor . . . Money 


I 


Jobs are done quicker and better with! 
CurtiStrip. Wired on the bench, it is, 
hung in sections . . . Lines up straight 
regardless of length . . . Large wire-| 
way reduces number of risers needed | 
. . . Few parts . . . Simple assembly. | 
Patented "snap-in" cover ... Many? 
unusual uses. Sell CurtiStrip with every > 
lot of reflectors—sell X-Ray Reflectors 

with every order of CurtiStrip! 


Ask about “LightStrip”’—\| 
the lighting channel made}, 
with CurtiStrip. Available | 
from local stocks .. . Made 
to any length, Lamps 
spaced as required on job. |, 





Large wireway reduces need for extra risers 











LightStrip is made Lumiline Use Lumiline or 
with CurtiStrip “LightStrip”’ - screw base lamps 


Curtis Lighting 


New York (og A Row-UCEe) Toronto 
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Engineers are located in 
jall the Principal Cities 







































































year a 63 apartment building in Water- 
bury, Conn., was taken over and modern- 
ized by a local bank which purchased an 
entire new installation of mail boxes, suite 
and vestibule phones—better than a $500 
order for the wholesaler. Several other 
building's, taken over by the same bank, 
were equipped with new mail boxes. 

Prospective tenants first see the lobby 
of the apartment building, and first im- 
pressions are important. So the lobby 
is where modernization should begin and 
old style mail boxes, which fail to protect 
letters and compel the postman to leave 
newspapers, magazines and packages 
lying on the lobby floor, are probably the 
most noticeable object in the average 
lobby. While some owners will stop with 
mail boxes, others can be sold on going 
all the way and installing new telephones 
as well. 

Apartment hotels which provide switch- 
board service can effect economies by in- 
stalling a private system to handle only 
inside calls and having each tenant install 
his own city telephone. This eliminates 
frequent disputes over charges on out- 
side calls when made through the hotel 
board. A check of rentals paid the local 
telephone company, plus operators salar- 
ies and adjustments made on guests calls, 
will usually show that a private system, 
handling internal calls only, will pay for 
itself within a two year period. Sales oi 
this kind have been on the increase for 
the past few years, and all have involved 
a considerable amount of re-wiring. 

Still another important outlet for sig- 
naling equipment is the retail store. 
Manufacturers who have put out two and 
three station telephones as packaged 
merchandise have found that, properly 
displayed, they can be successfully sold by 
electrical, hardware and department 
stores. Through these channels sales are 
made to youngsters of school age, also to 
home owners and operators of small busi- 


ness establishments, most of whom would 
never be reached by either the contractor 
or the wholesaler. 

Thus it is quite apparent that sales of 
signaling equipment are not suffering 
from any lack of markets, yet this is prob- 
ably one of the most neglected of elec- 
trical lines. The situation presents a wide 
open invitation to think signaling, talk 
signaling and sell signaling. 


Safecote Patent Upheld 
By Federal Court 


On February 13, Robert A. Inch, 
United States District Judge for the 
eastern district of New York, handed 
down a decision in the suit of the Na- 
tional Electric Products Corp. against 
the Circle Flexible Conduit Co. The 
decision sustained the validity of the 
Frederickson patent and held that this 
patent covered both the product and the 
process of manufacturing flame-retard- 
ing, moisture-resisting, smooth-finish 
wire. 

George C, Richards, licensor’s agent, 
in announcing the decision of Judge 
Inch, states that manufacturer, seller, 
and user of flame retarding wire which 
is not made under a Safecote license 
are equally liable for violation of an 
adjudicated patent and that the licensor 
intends to take any legal action neces- 
sary to protect its rights. 


TVA Head Says Utilities 
Should Not Merchandise 


In an address delivered before the 
recent convention of the National Retail 
Dry Goods Association, David E. 
Lilienthal, director of TVA, stated that, 
in his opinion, utilities should leave 
direct merchandising to the retail dealer. 








+It’s June In January down in Corpus Christi, Texas. No wonder these 
gentlemen at the Corpus Christi Electric Co. look pleased with everything. 
At the left stands one of the owners, M. W. Deacon. C. H. Reyher, sales- 
man for Noblitt-Sparks Industries (Arvin radio), holds down the center 
position. Flanking him is the second wholesaling generation of Deacons, 
“A. G.,” a salesman. The firm was recently appointed the distributor for 
the Arvin radio line. 
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“Should the electric utility also be in 
the business of selling appliances? Or 
should the utility confine itself to sell- 
ing electricity and promoting its use, 
and leave appliance selling to the usual 
channels: the dealer, the department 
store, etc.? There has been a consider- 
able difference in point of view, as you 
well know, and the subject is too broad 
to permit extended discussion within 
the limits of my time. My personal view 
is that, apart from preliminary develop- 
mental work on new types of equipment, 
the utility should stay out of direct 
merchandising, and leave that to the 
merchant and dealer. That has been the 
practice in the so-called TVA service 
area, with insignificant exceptions. I 
believe that view is gaining ground, 
and that it will work. Many successful 
utility operations have been carried for- 
ward on that basis for many years: 
the Los Angeles Bureau of Power, for 
example. But this means a wide-awake 
selling policy by the merchants, and 
above all, team-work between the utility 
and the dealers and merchants on such 
matters as promotion and advertising, 
financing, and of course, electric rates 
themselves. 


FHA Requires 10 Per Cent 
Down On Appliances 


Effective February 15, FHA has 
ruled that no installment accounts, cov- 
ering sales of electric appliances, will 
be insured unless a 10 per cent down 
payment has been made by the pur- 
chaser. Wild selling by retailers, which 
resulted in excessive repossessions and 
consequent losses, led to the new ruling 
which sets a down payment higher than 
is usually required by finance companies 
on electric washers, ironers, and re- 
frigerators. 


Electrical Dealers Are Selling 
More Small Appliances 


A recent survey conducted by Elec- 
trical World indicates that dealers play 
an important part in the sale of small 
appliances and that they retail about 74 
per cent of the national total. 

Small appliance sales of department 
and chain stores ran ahead last year, 
while drug store sales were somewhat 
smaller than in 1934, according to this 
report, which also states that: 

“Electrical dealers are selling more 
because buying is on the increase. But 
the power company is needed in the mar- 
ketplace, if any large improvement is 
to be made quickly. The most spec- 
tacular results gained recently by util- 
ities in small appliance selling have been 
through all employee campaigns, where 
they all go out and “ask ’em to buy.” 
It works, and the dealers find that they 
benefit also, because public interest is 
whipped up and more people buy from 
their neighborhood stores.” 
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Standard of Performance 
in Circuit Ruyaturing — 


The amazing VACU-BREAK principle of arc control is startling in its 


simplicity yet most effective in performance. 


Notable features incorporated in VACU-BREAK Safety Switches include: 
Better Rupturing Performance—Double Sealed, minimum Arc—Enclosed 
Moving and Stationary self-aligning Contacts—Better Conductivity and 


sturdy yet simple construction with fewer parts. 


MASTER TYPE ARC CHAMBER 


With Auxiliary Arcing Contact 


‘N\ Minimum lonizable Gas Area 


‘ 
\ 
\ 


| 
- ip, 
a N Partitioned Arc Chamber 
is bea 
1FC- 


MM 
Auxiliary Moving Contacts with arcing tips — dual break type — absorb 


‘i N Main Moving Contact 
\ 
i oe 
the little arcing which occurs and preserve the main contact surfaces 
~ \Vfrom all arcing effects. 
~ 


N Arc Chamber is close fitting to minimize air space 
. Anti Creepage Surfaces 


~\ The Stationary LINE and LOAD Contacts support and guide the moving 
arc chamber 


CLLLLIAAA A LLL 


All “LINE” and “LOAD” wiring terminals in VACU- 
BREAK Switches are solderless WIRE GRIPS. They save 

wiring time and soldering material and make a 
cleaner, more workmanlike job while insuring 
better contact. 


pe Write For 16 Page Bulletin 


DETROIT, U.S.A. 


Bull Dog Electric Products of Canada, Ltd., Toronto, Ontario 









t'DOG ELECTRIC PRODUCTS CO. 






) mo 





Big Game, hot off the grill. Van N. Marker, president, Revere Electric 
Co., plays host to 700 guests at a bear and venison dinner held in the 


company offices. 
he shot both the bear and the deer. 


Mr. Marker personally serves his guests. 


What’s more, 





Revere Electric Holds 
Venison Party 


A few weeks ago, the Revere Elec- 
tric Co., Chicago, threw a party that 
was different. President Van N. Marker 
had returned from a successful hunting 
trip in northwestern Pennsylvania with 
two large bucks and a bear. These were 
turned over to the chef of the Illinois 
Athletic Club, who is famous through- 
out the mid-west for his ability to cook 
venison. Invitations and tickets went 
out to over.a thousand industrial plant 
engineers and maintenance men to come 
to the party. 

Meanwhile representatives of 29 
manufacturers got busy and arranged 
exhibits in Revere’s quarters on West 
Jackson Boulevard. They were allowed 
to show only new products. Mrs. 
Marker made large signs to go over 
each booth. The crowd started to come 
around 4:30 and by 6:30 bear and veni- 
son were running low and a hurry call 
was sent out for ten baked hams. A 
second beer pump went into operation 
on the second floor to split the crowd. 
The 200 visitors also got away with 
14 half barrels of beer, 25 gallons of 
coffee, prepared by “Stubby” Abbott, 
Silex representative, 200 loaves of 
white bread and 100 of rye. 

Both salesmen and manufacturer’s 
men were warned in advance that, if 
any hard liquor was brought in, there 
would be drastic consequences. Uni- 
formed patrolmen were stationed at 
front and rear entrances, and two of- 
ficers milled through the crowd. How- 
ever, after the affair was over not an 
item of stock was missing and not a 
thing was broken. 

Several regular customers had never 
entered Revere’s building until this 
party. A few days later several orders 
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came in that were traced directly to the 
big event. The manufacturer’s men who 
participated now want to make it an 
annual affair. “Van” already has 
chalked up a record of five moose and 
he has promised to go out and bag his 
sixth for the 1937 party. 


Electrical Contractors 
State Their Case. 


Earl N. Peak, of Marshalltown, Ia., 
the new president of the National Elec- 
trical Contractors Association, at a re- 
cent meeting of representatives of the 
national associations of contractors, 
wholesalers, manufacturers and utilities, 
outlined as follows the objectives of the 
electrical contracting industry: 

“We have undertaken to set forth the 
functions of the electrical contractor, as 
the basis upon which the part of the con- 
tractor may be measured in its relation 
to the rest of the industry. We define 
the functions of the electrical contractor 
as follows: 


1. Creating demand for electrical prod- 
ucts by salesmanship, contact with con- 
sumers and market development ; 

2. Building good will for and exploiting 
the products of particular manufacturers by 
recommending and using such products 
when installation contracts do not call for 
parts by trade names; 

3. Making no substitutions for specified 
products where the manufacturer has cre- 
ated a specific demand; 

4. Supplying engineering experience in 
the proper assembling of the diverse prod- 
ucts of different manufacturers and combin- 
ing them into a balanced installation; 

5. Guaranteeing the successful operation 
of the entire installation, including the parts 
contributed by each manufacturer; and 

6. Supervising and servicing the success- 
ful operation of the equipment after it is 
installed, thereby assuring continuing good 
will for the products. 


“The electrical contractor is entitled 
to an adequate differential over the con- 
sumer as compensation for these 
services. We are asking for such com- 
pensation only for electrical contractors 
who perform the services shown here. 
Our task is to demonstrate through ef- 
fective organization that we are pre- 
pared to protect the industry against 
the demands of any contractor who ex- 
pects such compensation without per- 
forming these services. On the other 
hand, an economic balance in distribu- 
tion cannot be attained if either the 
manufacturer or the wholesaler by- 
passes the contractor to get the cream 
of the business and leaves to the elec- 
trical contractor only such sales as re- 
quire the greatest expense and effort to 
obtain.” 


A Plan For Moving 
The Slow Movers 


Lewis E. Forbes, vice - president, 
Couch and Heyle, Peoria, says in Mill 
Supplies for January: 

“We make it our business to go over 
slow-moving stock. Somebody has, or 
had, a use for it or it would not be on 
our shelves. If the item is obsolete we, 
of course, discontinue it. But we do 
not come to this conclusion without a 
careful investigation. If two or three 
firms in the territory use it, why not 
more? We list a few of these items 
at a time. and make inquiries among 
our customers. Not long ago one of 
our salesmen mentioned one of these 
items. The customer said, ‘Do you 
handle them? I never knew we could 
buy them here in town. Thought we 
had to send away for them. Glad to 
know where we can get them without 
delay. Saves bookkeeping too because 
we only buy that one item from the 
out-of-town house.’ 

“In this way we go through our list 
of slow selling merchandise with the 
customer, a few items at a call, until 
he is educated to think of us for those 
odd items. Once this is done he will buy 
them from us as a matter of course.” 


Sales of Electrical Wholesalers 
Gained 23% in 1935 


In a bulletin to members of NEWA, 
released by Managing Director Tolles, 
last month, he states that a comparison 
of reports from 352 identical houses 
shows an increase in sales for last year 
over 1934, of 23.2 per cent. 

Mr. Tolles also analyzes figures on 
retail appliance sales, as reported by 
Electrical Merchandising. He finds that 
last year it was necessary to sell twice 
as many washers, oil burners, and lamps, 
two and a half times as many fans, 
three times as many ironers, and four 
times as many clocks as in 1926 in order 
to secure an equivalent dollar volume. 
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GENERAL CABLE CORPORATION 


Executive Offices: 420 LEXINGTON AVE., NEW YORK 


les Offices: ATLANTA + BOSTON * BUFFALO + CHICAGO «+ CLEVELAND + DALLAS *. DETROIT + LOS ANGELES 
WYORK * PHILADELPHIA * PITTSBURGH + ROME + SAN FRANCISCO «+ ST. LOUIS * SEATTLE * WASHINGTON, D.C. 





Soft, full gauge Copper Conductors, well tin- 
ned, are employed in the manufacture of all 
General Cable GUARDIAN Building Wires 
and Cables. A definite advantaqe. 





























The latest developments in General Cable 
rubber compounds are reflected in the insu- 
lation. The exceptional aging quality contrib- 
utes to long life. 


With GUARDIAN Building Wire the in- 
sulation strips off readily, to leave a 
clean bright conductor for soldering. A prac- 
tical advantage the electrician will appreciate. 





GUARDIAN Building Wires are a real contri- 
bution toward permanent safety. In addition 
to its moisture-resisting qualities the wire 
will neither support nor carry a flame. 
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Colors do not fade on GUARDIAN Building 
Wires and Cables. Can be easily cleaned if 
they become soiled. Clean to handle. Finish 
does not come off on hands. 


Small uniform diameter and hard lubricated 
surface make for easy installation. No ad- 
hesion to other conductors or raceway walls. 
Lower pulling stress on copper and insulation. 






: | BUILDIN G WIRE 


AND CABLE 










‘atent Numbers: 
1,635,829 — 1,772,436 
1,765,008 — 1,798,486 
1,410,790 — 1,536,549 
Other Patents Pending 
General Cable Corp. 

Licensee 
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NEWA Returns to Hot Springs 
For Convention 


For the first time in five years, the 
National Electrical Wholesalers Asso- 
ciation will hold a spring convention 
at the Homestead, Hot Springs, Va. 


Prior to the depression, the annual 
meetings of the Association were 
regularly held at this resort over a 


period of 20 vears. The meeting this 
year will be held during the week of 
May 4. Program details will be 
nounced later. 


an- 
e 


Lake Michigan Club Announces 
French Lick Meeting 


Wholesalers and manufacturer's rep- 
resentatives located in the central states 
have been invited to attend the spring 
meeting of the Lake Michigan Club at 
French Lick Springs, Ind., on Thursday 
and Friday, April 16 and 17. Reserva- 
tions may be made with A. J. Mc- 
Givern, managing director, Chicago 
Electrical Wholesaler’s Association, 
600 West Jackson Blvd., Chicago. 

Walter Kiefer, of Peoria, chairman 
of the club, will preside over the two- 
day sessions, which will be devoted to 
informal discussion of “ills of the in- 
dustry and how to cure them.” 


Chicago Trade Turns Out 
For CEWA Frolic 


Wholesalers, manufacturers and their 
representatives from the Chicago area 
assembled in the Red Lacquer Room 
ot the Palmer House on February 20 
for the Mid-Winter Frolic of the Chi- 
cago Electrical Wholesalers Association. 
The event, which was purely a social af- 


fair, set a new attendance record. 
Round tables, seating eight people, sur- 
rounded the large dance floor where a 
de-luxe floor show was presented im- 
mediately following the dinner. 
Souvenir programs carried the name- 
of the 350 guests, who represented &6 
manufacturers and manufacturers’ agents. 
and 35 wholesalers. The program com- 
mittee was composed of Riley Delano. 
Westinghouse Electric Supply Co., chair- 
man; Percy Greene, Middle States Elec- 
tric Co.; Sol Mandel, Metropolitan Elec 
trical Supply Co.; and A. J. McGivern, 
managing director CEWA. W. B. 
Heaps, western manager, ELECTRICAL 
WHOLESALING, directed the publicity. 


Ben Franklin Club Formed 
In Northern California 


Manufacturers’ representatives and 
agents in northern California, whose 
business follows the standard distribu- 
tion channel through wholesalers, have 
formed the Ben Franklin Electric Club 
for the purpose of promoting harmony 
and mutual understanding as well as to 
provide an organization to cope with 
problems affecting the manufacturing 
and wholesaling branches of the indus- 
try. The new club is patterned after 
a similar organization which has been 
in operation in southern California for 
the past year. 

Officers of the club are W. W. 
Glosser, vice-president in charge of Pa 
cific Coast operations of Hubbard & 
Co., president; Grover Anderson, Har- 
vey Hubbell Inc., and H. H. Benfield, 
Steel & Tubes, vice-presidents; A. W. 
Rockwell, Appleton Electric Co., secre- 
tarv. and Miles Steel, treasurer. 





+ At Their Desks sit two men who are reliable citizens of Shreveport, La. 
Their livelihood is derived from doing some good work for the local branch 


of the General Electric Supply Corp. 
titled branch operating manager. 
assistant. 


M. S. Galloway at the left 1s officially 
His companion, W. A. Wakeman, is his 
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and L, 


The Ben Franklin Club of Southern 
California inaugurated its second yea 
with the election of the following ofh 





Glosser 


We We 
cers: Frank J. Airey, F. J. Airey Co., 
president; Carl Sachs, Arrow-Hart & 
Hegeman Co., first vice-president: Will 


Davie, Allied Industries, second vice 
president and Graham Holabird, Na- 
tional Electric Products Corp... secre- 
tary. 


Karr Parker Reelected Head 
Of Niagara League 


Karr Parker, president of McCarthy 
Bros. & Ford, Buffalo. has been re- 
elected president of the Electrical 


League ot the Niagara Frontier. Mr. 
Parker is now serving his second term 
in that office. 

H. |. Sackett, president, H. I. Sack- 
ett Electric Co. and R. D. Glennie, man- 
ager of the Buffalo branch of the Gen- 
eral Electric Supply Corp. are serving 
on the executive committee. 

Among those chosen for, the board of 
directors are: E. T. Ball, treasurer, 
Joseph Strauss Co.; H. B. Fillmore, 
manager, RCA _ Victor Distributing 
Corp.; W. E. Henning, district man- 
ager, Kelvinator Corp.; J. L. Murphy. 
district manager, Graybar Electric Co. 
A. Woolley, president, L. A 


Woolley, Inc. 
e 


Ben Franklin Club Golf Meet 


With all electrical people as_ their 
guests, the first golf tournament of the 
Ben Franklin Club is being held on 
Friday, March 13, at the Oakmont Coun- 
try Club, Los Angeles. Graham Hola 
bird is chairman of the committee for 
the affair and he is being assisted by 
E. H. Bell, W. C. Caffray and W. G 
Tapping. 

A silver cup is being presented as a 
perpetual trophy on the basis of low net 
score. Boxes of golf balls and a mer- 
chandise order are among the 
awards. Provision is being made for 
100 guests. 


also 
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e Kansas City Office Building wired in Electrunite Steeltubes. 
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nd’s new $3,000,000 Post Office. 300,000 feet of Electrunite 
Steeltubes used. 





St. Paul, Minn., Bank Building— 
185,000 feet of Electrunite Steeltubes. 
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Cep” CON t e Modern type residence equipped with 
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Electrunite Steeltubes. 
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€ Electrunite Steeltubes protects wiring in by ar 
this Jackson, Miss., Apartment Building. IN cine 
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Electrical Division 


Mec and [ubes /zc. 


WORLD'S LARGEST PRODUCER OF ELECTRICALLY WELDED TUBING 
SECLE VELAN D OHIO 


: | When writing Steel and Tubes, Inc. for further information, please address 
#2 Department EW’. 


runite 





Knurled gm: side finish avail- 
able j:2 wn, sai and 1" sizes, 
Patent No. 1,962,876 
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In BUILDINGS OF EVERY TYPE 


ELECTRUNITE 


REG. U.S. PATENT OFFICE 


Steeltubes 


IS AFFORDING PROTECTION 
TO ELECTRICAL WIRING 


More than a hundred million feet of this modern elec- 
trical metallic tubing are giving complete mechanical 
and electrical protection to wiring in more than 100,000 
homes, office buildings, municipal buildings, hotels, 
hospitals and other types of structures. 


Electrunite Steeltubes simplifies wiring. It cuts and 
bends easily. It requires no threading. Three simple 
fittings adapt it to any work. It speeds erection. It 
costs less. It takes up less space in floors, walls and 
ceilings. It is easier for pulling or pushing cable. It is 
not a substitute for any other protective raceway—it is 
the original electrical metallic tubing developed under 
the Johnston process of electrical welding to serve as a 
raceway for wires, offering all of the mechanical and 


_ electrital protection that is necessary in such a system. 


Steady, consistent advertising in publications reach- 
ing architects and building contractors and owners is 
enlarging the market for Electrunite Steeltubes. You 
can sell this modern electrical metallic tubing with 
every assurance of satisfaction—because it is the gen- 
uine, original Electrunite Steeltubes, and it costs no 
more than other brands. If you are interested in dis- 
tributing Electrunite Steeltubes, and if you qualify as a 
legitimate electrical wholesaler, write us for details. 
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Wholesaler Activities 





Frank M. Bernardin Retires 
As G.E. Supply Manager 


\fter 40) activity in the 
electrical field in and about Kansas City, 
Mo., Frank M. Bernardin has retired 
from active service as general manager 
of the General Electric Supply Corp. for 


vears of 





Frank M. Bernardin 


the Kansas City district. Hle and Airs. 
Bernardin are now enjoying an ex- 
tended vacation in the Southwest. 

Although relieved from the responsi 
bilities of the position, Mr. Bernardin 
will continue to occupy his office when 
he is in Kansas City and will serve as 
an adviser to the organization. 

His career in the electrical whole- 
saling business began in 1896 when he 
formed the B-R Electric Co. in partner- 
ship with FE. R. Royer. Their business 
prospered. Ten vears ago, it was pur- 
chased by the General Electric Supply 
Corp. and Mr. Bernardin remained to 
direct its activities. 

A farewell dinner honored Mr. Ber- 
nardin on the eve of his departure. 
Among those present were George 
Fiske, district manager of the General 
Electric Co.: H. T. White, supply sales 
manager and M. C. Huie, appliance 
sales manager for the General Electric 
Supply Corp. ; 

. 


Graybar Establishes New 
Branch at San Diego 


Graybar Electric Co. has opened its 
79th distributing house at 732 Seventh 
\ve., San Diego, Calif. Improving 
business and the need to better serve 
San Diego and vicinity prompted the 
opening. 

R. T. “Bob” Redfield has been ap- 
pointed manager with Dick Jameson as 
service supervisor, Allan Hardy, appli- 


Diego Electric Club. He served the or- 
ganization both as director and chair- 
man of the program committee. 


Mid-Hudson Electric Co. 
Formed By Sam Goler 


Sam Goler, associated with the Gert 
ler Electric Supply Co., of New York 
City, as manager and buyer for the past 
13 vears, has formed the Mid-Hudson 
Electric Supply Corp. of Poughkeepsie, 
N. Y. The offices will be located at 
408 Main St. 

Howard A. Snyder will be associated 
with Mr. Goler on the sales staff of 
the organization, covering Dutchess, 
Putnam, Columbia, Greene and Ulster 
counties. Mr. Snyder was formerly 
New England representative of the 
Anaconda Wire and Cable Co. He has 
also covered Connecticut for the South- 
ern New England Electric Co. 

Lawrence A. Malloy, of Poughkeep- 
sie, will be counter man for the new 
organization. 

e 


Atlantic Supply Remodels 


Atlantic Electrical Supply Co. is com- 
pletely remodeling their headquarters at 
117-119 Mechanic St., Worcester, Mass. 
The need for increased space for the 
proper display of fixtures and appli- 
ances prompted the alterations. 


* 
Graybar Electric Co. 
Lists Promotions 


J. G. Dean has been appointed credit 
manager and M. O. Mcllvain, service 
manager at the Kansas City branch of 


the Graybar Electric Co. Mr. Dean has 
been in the accounting department since 
1920, and Mr. Mcllvain has a still 
longer record (since 1917) with the 
service department at this branch. 

At Cleveland, R. D. Paine, formerly 
service manager, has been made assist- 
ant manager. Mr. Paine has been asso- 
ciated with Graybar since 1923, when 
he was employed by the accounting de- 
partment of the general offices in New 
York. After ten years of accounting 
and service experience at several Gray- 
bar branches he became service manager 
at Detroit. In February, 1935, he was 
transferred to Cleveland as_ service 
manager. 

Willard E. Henges, merchandising 
manager for many years at St. Louis, 
has been appointed assistant manager 
of that branch. Mr. Henges started 
with Graybar back in 1913. His entire 
business career has been with the St. 
Louis organization. Since 1919 he has 
been active in the sales department and 
was made merchandising manager in 
1928. 

. 


Evansville Branch Moves 


The Evansville, Ind., branch of the 
Westinghouse Electric Supply Co., has 
moved the offices and warehouse to 201- 
203 W. First St. 


New Wholesale House 
To Open in Rockford 


Muntz and Lea Co., hardware and 
electrical distributors of Elgin, IIL, are 
closing their retail outlet in Rockford 
and will shortly open a_ wholesale 
branch in that city at 315 E. State St. 
The new house, which will handle only 
electrical lines, will serve a radius of 
40 miles around Rockford, and employ 
two outside salesmen, according to 
J. H. Muntz, branch manager. 








ae 


+ The Winnahs! This group of distributor’s salesmen were the winners 
of a three-day grand award trip to General Electric’s appliance and mer- 
chandise department, Bridgeport, recently. They also visited New York 
for a program of entertainment. The photo shows the group in session with 
officials of the home laundry equipment and vacuum cleaner sales section. 
The rewards were for outstanding sales of these products. 


ance representative and Howard Richart. 
counter man. Redfield has been identified 
with the Balboa Electric Co. for a num- 
ber of He is widely known 
through activities with the San 





years. 
his 
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New Orleans New District 
For G.E. Supply 


The New Orleans house of General 
Electric Supply Corp. recently acquired 
control of the Southern Appliance Com- 
pany’s distributing activities. This 
house has been set up as a district head- 
quarters headed by Ward Stringham, 
formerly president of the Southern Ap- 
pliance Co. J. H. Braselton continues 
in the capacity of supply sales manager ; 
J. E. Sims as operating manager. 

Under this house comes Louisiana, 
Mississippi, southwestern Arkansas and 
eastern Texas. 


Westinghouse Supply Makes 
Changes At Salt Lake City 


J. A. Marine has been made service 
manager of the Salt Lake City branch 
of the Westinghouse Electric Supply 
Co., replacing P. A. Maughan. Mr. 
Maughan is now serving as country 
salesman covering southern Utah, Wyo. 
and Nev. 

Frank Young has been advanced from 
country salesman to the post of light- 
ing specialist. 

Tom Peake, recently of the shipping 
department, is now handling sales be- 
hind the counter. 

Sol Greenberg is now serving as 
salesman covering the states of Mo., 
Kan., Okla., Ia. and Neb. 


Milhender Reorganizes 


The firm of Milhender, Inc., 617 At- 
lantic Ave., Boston, is being reorganized 
under section 77-B of the Bankruptcy 
Act, as the Milhender-Afes Electrical 
Co. Officers of the new firm are J. O. 
Milhender and M. Schwartz. 

The plan of reorganization, as ap- 
proved by the district court, provides for 
a 40 per cent payment to creditors of 
the former company. 


& 
Union Supply Adds Space 


The Union Electrical Supply Co., 92 
High St., Boston, has improved its dis- 
play quarters for lamp wholesaling by 
adding a mezzanine floor of about 1,000 
sq. ft. to its store, a gain of about 20 
per cent in space. The improvement en- 
ables the company to feature IES lamps 
in connection with the “Better Light- 
Better Sight” campaign, which it is 
pushing in conjunction with many other 
Hub distributors. 


Graybar Employees Win 
Service Awards 


Irving B. Stafford, credit manager of 
the Graybar Electric Co. at Cincinnati, 
completed his 25th year of continuous 
service in January. He has been with 
the financial dept. in various Graybar 
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+ Two Guests were in the office of Dobkin Electrical Supply Co., Chicago, 


when this was taken. 


stands the boss, David Dobkin. 


Harry Whetter, Signal Electric Mfg. Co., is at the 
right next to one of Uncle Sam’s employees. 


the letter is Cynthia Dobkin, switchboard operator. 


The young lady receiving 
Near the cash drawer 


Next to him is Fred Riecker, purchasing 


agent; Harry Harnick, counter man; Harriet Kohus and Rose Chevalier, 


bookkeepers. 





offices since 1911 and for the last ten 
years has been located at Cincinnati. 
Miss Nina E. Brown, of the Atlanta 
office, also received the 20 year service 
emblem last month. 
* 


Wolf Heads Appliance Sales 
At Hyland Supply 


Martin J. Wolf has been appointed 
sales manager of the Hyland Electrical 





Martin J. Wolf 


Supply Co., Chicago, in charge of mer- 


chandise lines. He took over his new 
duties early last month. 


* 
Riechman-Crosby Lights Up 
Not only to “practise what they 


preach” but to be in a position to show 
lighting prospects what an adequate job 
looks like, the Riechman-Crosby Co., 
Memphis, Tenn., last month installed 
new lighting in the officce. 

H. S. Wright, manager, electrical de- 
partment, directed the installation of the 
12 indirect luminaires, each using a 
1000-watt lamp. The average illumina- 





tion in that room now measures 23 foot- 
candles. To show the value of the 
painter in this Better Light-Better Sight 
campaign, when only one coat of paint 
was on the room, the average illumina- 
tion was 20 foot-candles, the second 
coat stepped that up to the present 23. 


Two Graybar Houses 
Issue Catalogue 


The St. Louis and Memphis houses 
of Graybar Electric Co. have issued 
jointly a new catalogue. The 60-page 
book is devoted to wiring supplies, mo- 
tors and control equipment, line material 
and commercial lighting. 


. 
Southern Electric Expands 


With business on the upturn, South- 
ern Electric Supply Co., Houston, has 
found it necessary to add 35 ft. to the 
side of their building. A fixture room 
of early Colonial design has been laid 
out in the front. Some 320 ceiling and 
wall units are displayed there. The 
remainder of the addition houses wiring 
materials and the packing department. 


Clark Electric Enlarges 

Starting in business several years ago 
in rather modest quarters, the Clark 
Electrical Supply Co., Tulsa, Okla., re- 
cently found it necessary to increase 
their warehousing facilities. 

An adjoining building was annexed, 
thus doubling the floor space. This firm 
continues to specialize on supply lines, 
selling the contractors and oil interests. 


a 
Universal Electric Moves 

Universal Electric Co. has moved its 
headquarters in Peoria, Ill., from 120 to 
230 S. Washington St. 
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Westinghouse Mfg. Co. Creates 
New Merchandising District 


Serving the territory comprised of 
Ala., Tenn., northwestern Fla., Miss., 
and La., a new district of the merchan- 
dising division of the Westinghouse 
Electric & Mfg. Co. has been established 
with headquarters in Birmingham. The 
new division will be known as the south 
central district. 

Harold W. Brown has been appointed 
as district merchandising manager. He 
is widely known in electrical merchan- 
dising and utility circles throughout the 
South. S$. M. Davison, formerly re- 
frigeration manager of the company’s 
Middle Atlantic district, has taken over 
the southeastern district as merchandis- 
ing manager. He will make his head- 
quarters in Atlanta. 

The southeastern district, which for- 
merly embraced nine states, will now 
cover N. Carolina, S. Carolina, Ga. and 
Fla. Expectation of increased business 
activity, particularly in the South, is 
the reason for the realignment. 


Smith Heads Advertising 
For Anaconda Wire 


James A. Smith has been placed in 
charge of advertising and sales promo- 
tion for the Anaconda Wire & Cable 
Co. He was formerly director of the 
Electrical Cord Manufacturers at the 
National Electrical Manufacturers As- 
sociation. During his period of service 
with this organization, the sale of ap- 
proved cords has increased some 300 
per cent. 

. 


Hygrade Sales Head On Coast 


Chas. G. Pyle, assistant sales manager 
of the Hygrade Sylvania Corp., is con- 
ducting his annual series of meetings 
with West Coast wholesalers. On his 
trip West, he paid visits to many of his 
company’s distributors in the Middle 
West. 

© 


General Electric Merges 
Sales Sections 


Through J. H. Crawford, manager of 
the construction material sales division, 
the appliance and merchandise depart- 
ment of the General Electric Co., has 
announced the consolidation of the con- 
duit products sales and code wire sales 
sections. The new unit will be known 
as the conduit and wire sales section. 

A. E. Newman, formerly manager of 
conduit products sales, has been ap- 
pointed manager of the new section. 
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W. H. C. Smith, formerly manager of 
the code wire sales section, has been 
made assistant to Mr. Crawford. 

Mr. Smith has been with the company 
since 1900. He was appointed manager 
of code wire sales in 1922. 

The electrical career of Mr. Newman 
began in 1910 with the Sprague Electric 
Co.. He came to General Electric when 
they acquired the Sprague company. He 
was made manager of conduit sales in 
1933. 

* 


Combustioneer Becomes Division 


Of Steel Products Co. 


Combustioneer, Inc., manufacturers of 
automatic stokers, a subsidiary of the 
Steel Products Engineering Co., Spring- 
field, Ohio, has formally merged with 
the parent company. Hereafter, it will 
transact business as the “Combustioneer 
Division” of that organization. 


Davie Heads Allied Industries 


Will H. Davie, who has been vice- 
president for the past 10 years of Allied 
Industries, Inc., manufacturers’ repre- 
sentatives, with a special responsibility 
for the southern California division of 
the company’s operations, succeeded 





Switch Specialist. After graduat- 
ing from De Paul University, Chi- 
cago, R. L. “Bud” Wildauer, Jr., 
landed a job with Arrow-Hart & 
Hegeman at the plant in Hartford, 
Conn. Spending a year there, he 
was transferred to the Chicago 
office several months ago. Now 
Mr. Wildauer is travelling Wiscon- 
sin, Illinois and Iowa specializing 
on the enclosed switches and motor 
control devices. He is the son of 
the Western manager for this com- 
pany. 


William Greenfield, who died recently, 
as president of the company. Mr. Davie 
will continue to manage the Los Angeles 
branch and devote most of his time to 
that region, although the headquarters 
of the company will continue to be main- 
tained in San Francisco. No other 
changes in the personnel of the organ- 
ization are contemplated. 


A. J. Gies Promoted by G.E. 
To New Merchandise Post 


A. J. Gies, auditor of the merchandise 
divisions of the General Electric ap- 
pliance and merchandise department, 
Bridgeport, Conn., has been named as- 
sistant to vice-president C. E. Wilson, 
and will function as chairman of the 
newly formed credit and service com- 
mittee. C. FE. Anderson, formerly 
assistant to Comptroller I. D. LeFevre, 
has been appointed auditor of the mer- 
chandise divisions. 


Wm. Riordan Made Sales Manager 
For Eagle In Chicago 


William Riordan has been named as 
sales manager of the Chicago office of 
the Eagle Electric Mfg. Co. He will 
make his headquarters at the company’s 
new address at 160 E. Illinois St. Mr. 
Riordan is well-known to the electrical 
industry having been national sales 
manager for the Bright Star Battery 
Co. for the past twelve years. 


Eckstein To Manage Cleveland 
Office of Cutler-Hammer 


R. J. Eckstein has been appointed as 
manager of the Cleveland office of 
Cutler-Hammer, Inc. Mr. Eckstein be- 
came associated with Cutler-Hammer 25 
years ago. He started at the Milwau- 
kee plant in 1911, and worked through 
practically every department before go- 
ing to the Cleveland office. 


. 
Promoted By Silex 


Lewis C. Brady has been appointed 
sales promotion manager of The Silex 
Co., Hartford, Conn. Mr. Brady first 
served the company as Kansas City 
salesman. Because of his excellent work 
there he was given the Southern Cali- 
fornia territory, with headquarters in 
Los Angeles. He moved to Hartford 
and assumed his new duties the first of 
February. 

Wilbur Curtis, who has covered the 
Western New England territory for 
Silex, will be transferred to the South- 
ern California territory. 


° 
Wadsworth Moves Chicago Office 


The Chicago offices of the Wadsworth 
Electric Mfg. Co. have been moved to 
600 West Jackson Blvd. 
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Joseph A. Klein 
Joseph A. Klein, president of Mathias 


Klein & Sons, Chicago, died on Feb- 
FROM Ww R M é , ruary 7, after a long illness. 
The son of Mathias Klein, who 


” THE BUSINESS BOOSTER FOR CONTRACTORS!” founded the business in 1857, he worked 


Obituary 












THE WIREMOLD COMPANY ¢@ S @ HARTFORD, CONN., U.S.A. 












At Last 


A practical overfloor raceway! 


Simple! Sturdy! TRIP-PROOF! TROUBLE-PROOF! 


The NEW 


“PANCAKE” 


WIRE MOLD 












Joseph A. Klein 














1500 wiREMOLD 


“Lies Flat as a Pancake—with Thin Sloping Edges!” 






1542 JUNCTION BOX 
1500 wiREMOLD 


1524 TELEPHONE OUTLET 


1543 DUPLEX RECEPTACLE 


under his father’s supervision as a boy, 
learning thoroughly the manufacture of 
fine tools. When his father retired, he 
carried on the firm for some years as a 
partnership with his older brother, John 
Klein. In 1918 the firm was incorpo- 
rated. John retired in 1925, and Joseph 
Klein became president, occupying the 
office until his death. The business now 
passes on to his two sons. 

























Martin A. Oberlander 








Martin A. Oberlander, wiring supply 
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—Easy to sell! 
—Just as easy to install! 
—Creates new business! 


—Gives control of it to the 
contractor. 


Special folder with full details is 
being mailed to electrical distribu- 
tors and contractors. Look for it. 


The safe over-the-floor raceway 


for either low potential or POWER 









‘On the Floor but 
notin the wey. di 


aieeee 





sales manager of the Graybar Electric 
Co. until his retirement in 1933, died 






























99 | Mr. Oberiander was born in N 
“Wiremold HELPS the contractor!” | v.30 city in 1869, In 1890 he came 





\HALF A HEEL HIGH; 


BUT PLENTY OF ROOM FOR 
4. No.I2 WIRES 


















Martin A. Oberlander 






very suddenly of pneumonia on Feb. 6. 
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It may be news to some, but it is a definite fact to many 
electrical wholesalers that dealers are finding a large 
and more receptive market for TRICO PRODUCTS. 
Good news travels fast. TRICO quality is becoming 


better known everywhere—it is working to your ad- 
vantage right now. TRICO PRODUCTS will strengthen 
your relations with dealers—will build your volume— 
will add to your profit—will help you to make cus- 
tomers of present prospects—and will increase your 
prestige. 





Renewable 


FUSES 


Give accurate, safe, efficient protection 
year after year. Your customer is as- 
sured that the possibility of “foreign” 
links finding their way into fuse casings 
will be definitely eliminated and that the 
so-called practice of “doubling up” links will be dis- 
continued. These conditions are costly, dangerous, 
inefficient and are the cause of many unnecessary 
shutdowns. Your customers are always sure of 
obtaining the correct replacement elements from your firm. With the 
many superior features TRICO provides it also includes safe pre-deter- 
mined Time-Lag. 


OPTO-MATIC 
LUBRICATORS 


¥ Only modern, visible, con- 
stant-level lubricator for 
ting and ball bearings 
having micrometer level 
adjusting device for quick 
installation and accurate 
level adjustment. Saves 
oil and time—ends bearing troubles 
—reduces motor burn-outs. Gives 
your dealers many talking points— 
gives users many advantages. 






““DRIP-DROP” 
OILER 


For solid, wick, or waste 
packed bearings. Can be 
used for thousands of ap- 
plications. Saves oil, time, 
and worry. Neat, com- 
pact, visible, automatic, 
economical, dependable, 
and inexpensive. Avail- 
able in three sizes. A 
profitable, much-in-de- 
mand item for dealers. 





TRICO 


FUSE 


MILWAUKEE 


COLORTOP FUSES 
SELL because they TELL 


All colored shock-proof top— 
customers know size by the color. 
A different color for every size— 
easy selection—quick inspection— 
- instructive to user. Cadmium 
Plated snecal Parts prevent corrosion and insure bet- 
ter contact. Outstanding plus values that make 
quick sales—5S-unit cartons—7 color counter display 
box—each fuse has new Underwriters’ Label. 


for KLTEEOK) « CLIPS 


Effect a great saving when installed 
on both new and old fuse clips. 
Wherever installed they have elimi- 
nated replacement of fuse clips, burnt 
fuses, arcing at contact and unneces- 
sary Watt Loss. Your customers will 
appreciate the suggestion to use KLIPLOK Clamps 
—built to last indefinitely. It’s a hot item to show. 


FUSE 
4K PULLERS 

For safe and efficient handling of 
fuses and adjusting switch and cut- 
out clips. Eliminates all risks of 
shocks, burns, infection, etc. 
Strong, rugged, laminated construc- 
tion. Five times as strong as solid 
milled pullers. Fits all makes of 
fuses. Made in 4 sizes. Every fuse 
box should have one. 












“KANTARK”’ 
FUSES 


These high grade one-time fuses are fur- 


nished in all standard sizes. Designed 
for cool, efficient operation. Heavy brass 
caps. Genuine vulcanized fibre tubes 
(not paper). Accurate and dependable—finest qual- 
ity and workmanship throughout—tested in all 
sizes by Underwriters’ Laboratories. 








MFG gl @ 
DEPT. K 
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NEON GLOW LAMPS 


Wholesalers everywhere are profiting from the quick 
turnover of the Neon Glow Lamp line. Since almost 
every industrial plant and every commercial building 
offers dozens of opportunities for the application of 
these dependable little lamps, these indicators move 
off your shelves with a minimum of sales effort. 

Exit lamps... pilot lights . .. indicator lamps .. . 
night lights in the home. . . or any other application 
where low-wattage, non-filament signal or indicator 
lamps are required, provide unlimited opportunities 
to sell Neon Glow Lamps. They have a normal life of 
3,000 hours, operate on either A.C. or D.C., without 
lag, and are not affected by vibration and shock. Bases 
fit standard sockets. 

Remind your customers that you carry the full line 
of these economical, long-lived signal lamps, ranging 
from 4 watt to 3 watts. It will pay you to feature 
them ... they bring a steady, worthwhile return. 

For additional details, write to the General Electric 


Vapor Lamp Company, 891 Adams St., Hoboken, N. J. 


GENERAL @ ELECTRIC 








with the Western Electric Co. as stock 
clerk and by 1900 had worked his way 
up to the position of supply buyer at 
general headquarters. In 1909 he was 
appointed assistant supply sales man- 
ager, and in 1916 supply sales manager. 
In 1923 when the supply department of 
Western Electric was separated from 
the telephone department he assumed re- 
sponsibility for sales of all wiring ma- 
terials with the title of wiring supply 
sales manager. He held this position 
during the last 10 vears of his business 
career. 


Morton Havens 


Morton Havens, president of the 
Havens Electric Co., wholesale electri- 
cal distributors, died February 8, in Al- 
bany Hospital. He was 61 years old. 

Mr. Havens was born in Albany, Sept. 





Morton Havens 


8, 1874 and attended the city’s schools. 
After graduation, he entered the employ 
of the Edison Machine Works in Sche- 
nectady as a student of electricity. 

After some years with this firm, he 
went into the electrical business in Al- 
bany. Early in his independent business 
career, he invented the device known as 
the “condulet.” 


Abbott M. Cregier 


After an illness of several years, 
Abbott M. Cregier, president of the 
Fibre Conduit Co., died early in Feb- 
ruary at his home in Nyack, N. Y. He 
was 54 vears old. 

Mr. Cregier had been associated with 
the Fibre Conduit Co. for the past 30 
years. One year in an insurance firm 
and three years of teaching at Columbia 
University, where he received his de- 
gree in 1901, completed his business and 
professional career. 

He served for many years as presi- 
dent of the Rockland Country Club and 
was active in the social life of the com- 
munity. During the war, he served as 
a lieutenant in the home guard, an or- 
ganization which later became the New 





VAPOR LAMP COMPANY 
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( MULTIPLE BREAK SLIDING 
SAFETY SWITCH MECHANISM 


—and now—five years later—our prin- 




















cipal competitors are building switches 
— copied after the same history making 
design! But not one of them has been 
able to improve — or equal — the origi- 
nal Noark idea. You get Quadbreak and 
Dualbreak efficiency only in 


i! 







TYPE “A” QUADBREAK 
The new Heavy Duty Quadbreak Type “A” 
Switches are simple in design —ruggedly built 


throughout — efficient under the toughest conditions. ua “CC” Dualbreak 
Unit block construction — no concealed switching mech- Type A” Dualbreak Type C - 








? eee : ‘ The DUALBREAK mechanism The 575 Volt Type “C” 
anism — visible for quick inspection. New boxes designed is similar to the QUAD- Noark Safety Switches have 
for greater strength — front operating handles allow BREAK — rugged, simple, DUALBREAK mechanism. 
closer banking. Plenty of wiring space — they install positive in operation. New Unit block construction — 

A . P . cabinets — interlocking cov- generous wiring space— 
quickly, stay put for a life-time. 575 Volt, Fusible and ers. 250 Volt, Fusible and close banking cabinets. 
Non-Fusible. Non-Fusible. Fusible and Non-Fusible. 


Send for complete description of Colt-Noark Safety Switches 


COLT’S PATENT FIRE ARMS MFG. COMPANY, HARTFORD, CONN. 


ELECTRICAL DIVISION 
BOSTON, NEW YORK, CHICAGO, PHILADELPHIA H. B. SQUIRES CO., Pacific Coast Representative 
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10 — 20 — 30 Amperes — H GH Bakelite enclosed bases 


a line complete for all Type C lamp loads; = make dust- and dirt-proof switches. Me- 
more than adequate to handle the smashing current- chanically and electrically engineered for LONG 
surge of Type C lamps. + x . * LIFE under tremendous initial overloads. * * 


| HAKT & HEGEMAN DIVISION [peepee 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD. CONN. ————— 
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Summary of Wholesaler Reports On 


Business Conditions 





Net Sales 





Inventories 





Receivables 








Collections 








i 





10% 


20% 50% 40% 


January, 1936 as compared with January, 1935 


HIS month, ELecrricAL W HOLESALING inaugurates 
a new service to its readers—a monthly report of 
business conditions in the wholesale electrical supply trade. 
The above chart presents a fairly typical cross-section 
of conditions throughout the country at the end of 
January, as compared with the same period last year. 
It indicates that the trade is in a much sounder condi- 
tion than a year ago. Sales are up 25 per cent, while 
inventories have gained but eight per cent and, due to 
improved collections, receivables have increased only 15 
per cent. The table below reflects the effect of the severe 
winter on sales in the middle west and mountain states. 


Preliminary estimates of February sales range from 
an eight per cent decline over January in the middle 
west to a five per cent increase on the Coast. 

Many wholesalers failed to send in reports for Janu- 
ary. More replies are needed, especially from the west 
and south, to provide a fair average for each district 
Confidential report forms for February are now being 
mailed. They should be filled out and returned by 
March 18. 

The continuance of this new department depends upon 
the cooperation extended by our readers in supplying the 
necessary data. 


Summary by Geographical Districts 



































Percentage Increase or Decrease Over January 1935 
Territories 
Net Sales Inventory Receivables Collections 
North Atlantic +48% + 6% +20% +17% 
Middle Western + 10% + 2% +23% + 22% 
Southern + 23% + 24% -12% + 86% 
Western + 59%, + 38% - 690 +117% 
Pacific Coast +63% + 2% +40 Yo + 39%, 
National Average + 25% + 8% +15 % + 40% 
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SPECIAL FEATURES 


of 


LaMAR LAG RENEWABLE FUSES 
and 


LaMAR LAG LINKS 


UR Products have been used extensively by many leading railroads 

and industrial plants for the past 26 years. They have behind them 
an exceptionally fine service record. They have had the advantage of 
constant intensive study and development with the result that they are 
recognized by users as superior both electrically and mechanically. 


An extra heavy gauge fibre of highest quality is used, and ALL METAL 
PARTS ARE BRASS OR COPPER. 


Ferrules are riveted as well as screwed on to the fibre casing which 
prevents ferrules becoming loose regardless of temperature conditions. 


Fewer parts and simpler construction with absolutely positive contact. There- 
fore a material saving in your annual fuse expenditures will be 


effected by the use of LAMAR LAG RENEWABLE FUSES 
AND LaMAR LAG LINKS. 












: | Pat, PEND. 
1OOA. 






LAG LINKe 


UnD.LAB. 
INSP. 


250 V. 
























Great Western Fuse Company 


GENERAL OFFICE 
1435-36 Chrysler Building New York City 
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LAMAR LAG LINKS 


are of special design and are composed of 
a scientifically treated metal. They meet all 
Lag requirements and specifications, and are 
standard and interchangeable. They will 
protect the circuit against dangerous over- 
loads and also from useless shut-downs 
caused by harmless overloads and surges. 
They blow safely and promptly on short cir- 
cuits. They will save you both time and 
money by eliminating unnecessary  shut- 
downs. They are the result of 25 years of 
scientific development and research. 


UNDERWRITERS’ LABORATORIES 
INSPECTED 


All Standard Sizes 
250 volts and 600 volts 
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New 


Equipment For Lumiline Lamps 














Lumiline Reflectors 


\vailable in seven different types, this 
series of lumiline reflectors features either 
open or enclosed units with a cylinder of 
ach type is standard 
equipment and is made in both 12 and 18 
in. sections to accommodate the two sizes 
of lumiline lamps. They can be easily 
adapted to any plan for built-in or built- 
m lighting Reflectors are finished in 
highly polished chromium. Complete 
with black sockets and connectors for 
joining sections end to end to form a con- 
tinuous line. Metallic parts of the glass 
enclosed types are finished in satin cad 
mium. IF. W. Wakefield Brass Co., Ver- 
milion, Ohio Electrical Wholesaling, 
March, 1936 


flashed opal glass 


Porcelain Enameled Reflectors 


kor use in lighted displays, 
niches, luminous panels and many other 
applications, these “Chan-L-ite” reflectors 


COVves, 





are designed for clear and colored lum 

line lamps. They provide not only a wit 

ing channel but also a permanent porce 
lain enameled reflecting surface to insure 
proper diffusion and efficiency. Fur 
nished wired and complete, ready for in- 
stallation Continuous to any length. 
One style furnished with side aprons to 
be used whenever possible, if space per 











mits. Surface type finished in satin or 
polished chromium. Surface type has 
hushed outlet in back for mounting over 
Can also 


narrow switch type outlet box. 

he had with toggle switch or six-foot cord 
and plug. Day-Brite Reflector Co., 3825 
Laclede Ave., St. Louis, Mo.—Electrical 


Wholesaling, March, 1936. 
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Display Case Reflectors 


Furnished for single unit or continuous 
installations, these lumiline display case 
reflectors feature steel or brass exteriors 
and “Gar-lite” reflecting surface. Snap 
in type mounting straps are provided to 
screw to wood. Can also be furnished 

















with straps to fasten in all glass case. 
Steel reflectors are statuary bronze 
sprayed. Brass reflectors are statuary 
bronze plated. Garcy Reflectors, 1420 S. 
Talman Ave., Chicago, IL—#Electrical 
Wholesaling, March, 19306. 


Lumiline Light Strip 


These lumiline lightstrips are equipped 
with receptacles at each end which hold 
the snap-in caps, fastened on each end 





of the lamp. Screw base sockets are not 
used. The bright aluminum reflector is 
highly polished and the other parts are 
cadmium plated. The 18-in. length, when 
fitted with 60-watt lamps, provides a 
soft, decorative, luminous effect. The 
60-watt lamp, used also with the 18-in. 
length, will furnish direct or indirect light 
from a very compact light source of suf- 
ficient intensity for better seeing. A 40- 
watt lamp will produce similar results 
when used with the 12-in. unit. Curtis 
Lighting, Inc., 1123 W. Jackson Boule- 
vard, Chicago, Ill._—#Electrical Wholesal- 
ug, March, 1936. 


Lumiline Wall Fixtures 


Designed for use either vertically or 
horizontally as decorative wall fixtures, 
this lumiline unit is one of a series which 
may also provide illumination at fitting, 
lavatory or decorative mirrors. Available 
in two sizes for 12 and 18 in. white or 
color coated lumiline lamps. Removable 
cast ends conceal the sockets. Provided 
with heavy metal housing and “Gar-lite” 
diffusing reflector. White satin finish. 
Back plate is 2} in. wide. Fixtures are 
wired. Garcy Reflectors, 1420 S. Talman 




















Ave., Chicago, Ill.—Electrical Wholesal- 
ing, March, 1936. 
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Five-Way Reflector 


This five-way directional reflector is 
designed for use with the manufacturer's 
lumiline lamp holder bases No. 1127-A 
and 1127-B. mounted on the manufac- 
turer's lighting strip. The reflector may 
be installed in any one of five predeter- 
mined positions so that the light may be 
reflected in the direction required by 
special conditions on each job. Two or 
more of the reflectors may be placed end 
to end to form a smooth, uninterrupted 
reflecting surface. The reflector is made 
in two sizes: No. 1191 in 12 in. lengths; 
No. 1192 in 18 in. lengths. The views 
shown below indicate how the lumiline 
lamp holders are wired and installed on 
standard metal raceway. Wiremold Co., 












Hartford, Conn.—Electrical Wholesaling, 
March, 19306. 


Lumiline Bracket 


Made for an 18-in. lumiline lamp, this 





bracket has a bent panel in front with 
flashed amber glass. It may be used 
for either bracket or ceiling type. Regu- 
larly finished in satin or polished chrome. 
Catalog No. 1818. Gruber Brothers, 72- 
78 Spring St., New York City.—Elec- 
trical Wholesaling, March, 1936. 
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———Subscription Order Blank for 
ELECTRICAL WHOLESALING 


Enter our order for.............. one year subscriptions to ELECTRICAL WHOLESALING 
to begin with the next issue. Send to the following names and addresses, and send us 
your bill. 


SPECIAL HALF PRICE: 50c. a year each, 


when four or more subscriptions are carried. 








(Less than four subscriptions, $1.00 a year each) 


Name and Title Home Address City and State 


EXECUTIVES 








SALESMEN 


Company 
City and State 


Signed 


~~ (Title) 


ELECTRICAL WHOLESALING - - - 330 West 42nd St., New York, N. Y. 
(Rates quoted for U. S. and Canada only) 


































WHY THREE GRADES OF 
BRYANT FLUSH SWITCHES? 


The many and varied demands which a flush tumbler switch must satisfy 
may be divided into three logical groups according to use. 








First are the severe electrical require- 
ments of high grade institutional and 
building wiring where many tungsten 





filament lamps and other severe loads 
must be controlled. 





Second are the average high grade in- 
stallations in most larger homes, build- 
ings and similar applications where 
large lamp or other extreme loads are 
infrequent but where the switches are 
in constant use. 





Third are the demands of the smaller 
homes in which the use of switches is 
less frequent and the loads compara- 
tively small. Here price is also an im- 





portant consideration. 


To meet the needs of these three classifications The Bryant Electric Company offers three 
grades of flush switches. 








The Specification Grade 


The 4961 line embodies a radically differ- 
ent construction which is necessarily more 
expensive, but will stand up under the most 
severe use. These switches have been de- 
signed to control large tungsten filament 
lamp loads and meet all the requirements 
of the first classification. 


The Regular Grade 


The 3951 line is for general use, designed 
to serve the average installation where loads 
are not extreme but where they are in con- 
stant use. These switches are moderate in 
price but high in quality and will satisfy 
the demands of the majority of superior 
installations. 


The Competitive Grade 


The H51 line has been designed and manu- 
factured with an eye to price without sacri- 
fice of essential quality. Price is a con- 
sideration in the purchasing of supplies for 
the medium or low-priced home. To meet 
this demand the competitive grade of 
switches is offered with the assurance of 


Specify—Sell—Use Bryant—There is a Bryant Switch for Every Need. 


NEW YORK 
100 East 42nd Street 


THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONN. 
SUPERIOR WIRING DEVICES 


CHICAGO 
844 West Adams Street 
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consumer satisfaction. 


SAN FRANCISCO 
326 Ninth Street 


47 
































































A Section Devoted to Manufacturers’ Descriptions of Their Products 


Stream-Lined Iron 


With thumb control on the handle, this 
“Sunbeam Iron Master” is completely 
stream-lined. Instead of the usual marks 
indicating the degree of heat, the thumb 
control is marked off with fabrics. The 
control button can then be set at the type 
of fabric under the iron. Known as the 
“Dual Automatic,” it employs a new type 
of control for ironing surface heat. Pro- 
vides quicker heat for faster ironing 
through the use of two thermostats which 
automatically adjust themselves to the 
actual temperature of the ironing surface 
of the sole plate. Heating element is 
located down in the very bottom of the 
iron where it will be most effective. 
Reaches low heat in 30 seconds, high heat 
in 24 minutes. Weighs 3% pounds. Chi- 
cago Flexible Shaft Co., Roosevelt Rd. 
and Central Ave., Chicago, Il.—Electri- 
cal Wholesaling, March, 1936. 


250-Watt Mercury-Vapor Lamp 


Equipped with a tubular bulb and a 
standard screw base socket, this 250- 


r 






watt mercury-vapor lamp (left) is much 
smaller than its 400-watt companion 
lamp (right) announced some _ time 
ago. It is recommended for applica- 
tions that do not permit use of the 
larger size bulb. Has an efficiency of 
25-30 lumens per watt. Universal burn- 
ing type, functioning efficiently in the 
vertical, horizontal or angular position 
and has an operating life rating of 2,000 
hours. Produces as much light as is 
delivered by 425 watts in incandescent 
lamps. Can be used alone or in com- 
bination with incandescent lamps. It 
has a maximum overall length of 8 in. 
and a diameter of 13 in. General Elec- 
tric Vapor Lamp Co., Hoboken, N. J., 
and Westinghouse Lamp Co., E. Pitts- 
burgh, Pa. — Electrical Wholesaling, 
March, 1936. 
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What's NEW 


Food Server 


With three separate removable dishes 
of heat-resisting, oven glassware, this 
buffet food server keeps food appetizing 
and warm. Food may be cooked in the 
glass dishes and then placed in the 
“server,” where it will be kept at a serv- 
ing temperature of 160 to 180 degrees 
Fahrenheit. Although proper for serv- 
ing, this heat is too low for further cook- 
ing. No water is necessary in the unit, 
as food is kept warm by hot air. Dishes 
have a capacity of three pints each. Body 
and covers are made of brass, chromium 
plated. Size: 19} in. long; 10% in. wide 





Lists at $19.75. Lan- 


and 64 in. high. 
ders, Frary & Clark, New Britain, Conn. 
—Electrical Wholesaling, March, 1936. 


Seven Tube Radio 


With two distinct tuning bands, this 
Model 77 is a long and short wave, seven 
tube,.a.c. and d.c. superheterodyne. The 
two bands cover complete standard broad- 
cast and foreign and domestic short wave. 
It is sharply selective and has a full, 
rich tone. Dial is extra-large, airplane 
type, convex crystal enclosed and illum- 
inated in two colors. Calibrations for 
short wave are in neon green and regular 
broadcast in white, lighted, reverse fig- 
ures. Equipped with two-gang, ball-bear- 
ing tuning condenser with smooth, trou- 
ble-free planetary vernier drive without 
backlash. Cabinet is of sliced, straight- 
grain American walnut with wide band 
inlay of genuine burl walnut. Highly 
polished knobs and base are in gleaming 
black ebony finish. Lists at $26.95. In- 

























ternational Ann Arbor, 


Radio Corp., 
Mich. — Electrical Wholesaling, March, 
1936. 



























Stream-Line Cleaners 


The vacuum cleaner illustrated above 
is one of three new stream-lined models, 
two of which are equipped with a 
headlight. All models feature two-speed 
motors, revolving metal brush, posi- 
tive nozzle adjustment, convenient pistol 
grip, trigger switch and non-kinkable 
cord. The two headlight models list at 
$59.50 and $54.50. The third lists at 
$47.50. P. A. Geier Co., Cleveland, Ohio. 
—Electrical Wholesaling, March, 1936. 


Mercury Lamp Transformers 


Specially designed for use with the 
new mercury vapor lamps, this line of 




























transformers and reactors provides the 
proper voltage for the lamps and keeps 
the current low during the initial starting 
period. They are designed to give full 
rated capacity to the lamp and to operate 
continuously with low temperature rise. 
Line includes types for wall mounting, 
ceiling suspension and a weather-proof 
model assembled in a drawn, single-piece, 
cylindrical housing. Snap-on self-locking 
plug and jack connections provide quick 
changes of primary transformer tap to 
match the power supply line voltage. 
Same units are also supplied in core and 
coil type (without casings) for mounting 
directly in the lamp fixture. Jefferson 
Electric Co., Bellwood, Ill—Electrical 
Wholesaling, March, 1936. 
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NMPUNCING .... 


Sensational Improvements 


In Display Window Lighting 


EW Sterling Front-Line Lighting, made 

possible by New Sterling Lite-Flo Re- 
flectors, is revolutionizing show window 
illumination. The improved design of these 
new Reflectors, which includes the New 
Sterling Lite-Flo Stipple, conserves light 
heretofore wasted on non-productive areas 
and concentrates it on the lower front of 
the window—the FRONT-LINE of Sales 
Appeal. 


Every merchant and display man knows 
that the lower front of the window is the 
vital section—first to meet and catch the 
eye. Front-Line Lighting increases interest 
and attention-attracting power by intense 
illumination at this vital point. 


Using the same lamps—the same operating 
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Sterling 
FRONT-LINE 
LIGHTING 


cost—®terling Lite-Flo Reflectors afford 
lighting improvement so drastic that every 
merchant should have them. 


Equip yourself to capture both old and new 
show window lighting jobs. Write today 
for complete information about this key to 
new business. Mail the coupon. 


REFLECTOR & ILLUMINATING CO. 
1437 W. Austin Ave., Chicago 


Gentlemen: 


Please send full information about Sterling Front-Line 
Lighting and prices covering your new Lite-Flo Reflectors. 










































































Window Reflector 


Permitting flush installation in a flat 
ceiling, this asymetric window reflector 








will light up the full height of the solid 
background from floor to ceiling. It 
eliminates the sharp line of cut-off which 
is common to reflectors installed in this 
manner. Manufacturers claim that this 
reflector also eliminates the necessity of 
angling-off the ceiling towards the glass 
line. Reflector is made of silver-plated 
glass. Uses 200-watt bulb. Known as 
Permaflector No. 99. Pittsburgh Re- 
flector Co., Pittsburgh, Pa.—Electrical 
Wholesaling, March, 1936. 


Gear Reduction Motor 


Equipped with back-gear reduction, this 
new Type GE fractional horsepower 
motor is available in 1/45 to 1/30 hp. 
Motor is 4-pole, a.c. induction shaded 
coil construction for long hour service. 
The copper shade for starting eliminates 


lS f ] 





the usual centrifugal switch, condenser 
or brush and commutator. Manufactur- 
ers state that it has a higher starting 
torque than is ordinarily found in motors 
of this type. Also can be furnished in 
4-pole, series wound (brush type) for 
operation on d.c. Gear reduction 1.6 
r.p.m. to 150 r.p.m., 110 volts. Signal 
Electric Mfg. Co., Menominee, Mich.— 
Electrical Wholesaling, March, 1936. 


Buffet Server 


Enabling the user of an electric roaster 
to convert it into an attractive buffet 





[ee 





server, this “Buffeteria” consists of a 
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chrome deck equipped with two quart- 


capacity, red-lined, vitreous enameled 
pans with chrome covers. Will keep 
cooked food hot and tasty. Attachment 


was designed especially for the manufac- 
turer's No. 656 roaster. Swartzbaugh 
Mfg. Co., Toledo, Ohio. — Electrical 
Wholesaling, March, 1936. 


Cam Lever Switch 


Designed for use in circuits where the 
break-down requirements do not exceed 
2,500 volts, this cam lever switch is made 
for mounting on a face plate, 4 in. thick. 
Overall dimensions are: 23 in. wide, 53 
in. long from handle to end of contacts 
and 1} in. thick. Contacts are rated at 
one ampere, 110 volts, d.c., non-inductive 
load. <A positive step is provided in the 
center position so that when the handle 
is returned to this position from an oper- 
ated position the contacts on the opposite 








side of the switch are not affected. Han- 
dle is made of black bakelite and is 
screwed onto the operating cam. A 
stainless steel cam is provided to which 
are attached the required number of roll- 
ers which control the operation of the 
operating springs. A roller is provided 
for each spring. Gamewell Co., Newton, 
Mass. — Electrical Wholesaling, March, 
1936. 
Quiet Blade Fan 


With all models larger than the 10-in. 
size equipped with a new “super-silent” 





blade, manufacturers claim that this line 
of fans for 1936 features ultra-quiet oper- 
ation. This has been accomplished with- 
out sacrifice of cooling and air distribu- 
tion efficiency. The patented “No-Draft 
3reeze Spreader,” which in the words of 
the manufacturer, provides perfect dis- 
tribution of cooled air over large areas 
without disagreeable drafts and blasts, is 
continued as a feature of the new models. 
Victor Electric Products, Inc., 712 Read- 
ing Road, Cincinnati, Ohio.—Electrical 
Wholesaling, March, 1936. 








Replacement Lighting Units 


Made of 18-gauge spun aluminum. this 
two-louvre lighting unit is primarily in- 































It is 
finished in satin aluminum, rose, black, 
green, ivory or Chinese red. Design pro- 


tended for replacement business. 


vides luminous effect. Small frosted 
glass disc is inserted in bottom allowing 
some light to be distributed “downward. 
Most of light is indirect. May be in- 
stalled in place of old fixtures by simply 
unscrewing the old and screwing on the 
new. Parco Lighting Equipment Co., 12 
Waverly Place, New York City—Elec- 
trical Wholesaling, March, 1936. 


Electric Roaster 


With a large instrument panel on the 
front, this 1936 “Everhot” features an 
automatic temperature control button, 
signal light and a thermometer, showing 
at a glance the “type” of oven heat at 
every stage of cooking. Thermostat is 
the Spencer disc type, shutting off the 





current completely at intervals and keep- 
ing consumption to the low average of 
500 watts. Swartzbaugh Mfg. Co., To- 
ledo, Ohio. — Electrical Wholesaling, 
March, 1936. 





Fin-Type Heating Unit 


Designed principally for air heating, 
this fin-type “Calrod” heating unit 1s 
principally suited to cases where the air 
is forced over the heating units. It is 
adaptable to such applications as the heat- 
ing of air-conditioned railway cars on 
electrified lines, building heating and vari- 
ous types of unit heaters. Unit consists 
of a steel-sheath “Calrod” heating ele- 
ment with steel fins copper-brazed to the 
steel sheath. Copper-brazing process pro- 
vides thermal contact between the fins and 
the unit sheath and delivers an increased 





amount of heat. General Electric Co., Sche- 
nectady, N. Y.—Electrical Wholesaling, 
March, 1936. 
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Transformer Speed Regulators 
| 

Designed for high and low-torque ca- 
|pacitor motors, this line of manually 
| operated transformer speed regulators is 
provided with and without full-voltage 
| starting for single-phase» and polyphase 
fan motors. Units consist of a tapped 
| autotransformer and a snap switch, and, 
for providing full-voltage starting, a 
| relay which affords automatic transfer to 
the desired running position. With spe- 
cial additions, the regulators are avail- 
able for reversing service as well as for 
operation from external sources such as 


Radio Mfg. Co., 100 Sixth Ave. New 
York City. — Electrical Wholesaling, 
March, 1936. 


Electric Glue Pot 


Designed for use in pattern shops. 
woodworking and cabinet shops, furni- 
ture and aircraft factories, printing and 
bookbinding establishments and home 
workshops, this “Glue Boy” electric glue 
pot is thermostatically controlled to main- 
tain the glue at a temperature between 
150 deg. F. and 160 deg. F. This is con- 
sidered the safest and best temperature. 
Above 170 deg. F., glue is said to pas- 
teurize and thus make ineffective the or- 
ganic matter necessary to the greatest 
holding power of the glue. If it cooks 
below 145 deg. F., the bacterial content 
increases so rapidly that it loses more 


You WAL at 
your 4u face 
Gut nok 


| thermostats in an air-conditioning system. 
F [ F C T 4 CT lJ R i | Snap switch provides for three speed 
| positions, and other low speeds may be 


CLAYTON MARK 


One of the outstanding 
characteristics 
of Enamelkote, Galva- 
kote and Electrictube is 
the ability to ‘‘take it.”’ 


They'll bend without 
kinking, they’re made 
right—they thread 
easily and fast and hold 
the thread sharp and 
firm. 


If you're looking for a 
line of conduit that your 
contractors will endorse 


100 %—here it is. 


If you’re looking for con- 
duit profits — this line 
will deliver them. 


We'd like to show you 
why — just drop us a 
line. 


& CO. 


OPERA BUILDING 
ie ite Veremiae 


|obtained from the autotransformer 
| through reconnection of the transformer 
| taps to the snap switch, giving a total of 
seven reduced speeds. General Electric 
|Co., Schenectady, N. Y. — Electrical 
Wholesaling, March, 1936. 


Bakelite Fuse Plug 


| Constructed with a soldered fuse link, 
| this bakelite fuse plug No. 672 will pass 


| 
| 


| the same performance tests as the com- 
| pany’s “O.K.” plugs. Made entirely of 
bakelite, there is no metal to touch. 
Made in 10, 15, 20, 25 and 30 ampere 
sizes. Eagle Electric Mfg. Co., 59 Hall 
St., Brooklyn, N. Y.—Electrical Whole- 
saling, March 1936. 


Portable Public Address System 


Specially designed for lecturers, sales- 
men, political talkers and others requir- 
ing musical interludes between speeches 
this combination type, portable public ad- 
dress system is contained in a_ single 
fabrikoid covered carrying case, measur- 
ing 23 by 174 by 9 in. The case houses 
a 12-in. phonograph turntable with dual- 
speed motor, either a 12 or a 15 watt 
amplifier, and a mixing panel for control 
of phonograph and microphone inputs. 
Model 530-P, using a 12-watt amplifier 
is adapted for use with crystal micro- 
|phones. Model 531-P, employing a 15- 
|watt unit, has sufficient gain for the use 


lof velocity-type microphones. Lafayette 





than 50 per cent of its normal strength 
within four hours. Made in two sizes: 
three pints, 110 volts, 350 watts, for in- 
dustrial use; one pint, 110 volts, 150 
watts, for home workshops and small 
industrial establishments. Brannon, Inc., 
14307 Third Ave., Detroit, Mich.—Elec- 
trical Wholesaling, February, 1936. 


Air Circuit Breaker 


Made for the control and protection of 
industrial circuits, house service entrance, 
branch circuits, refrigerators, ranges, etc., 
Type AF-1 air circuit breaker has been 
redesigned to provide a “mid-position” of 
the handle to indicate automatic tripping. 
Upon automatic tripping, the handle now 
assumes a position between the “on” and 
“off” positions. This feature solves the 
problem of automatic trip indication when 
the breaker is mounted in an enclosed 
case. Reclosing of the breaker is easily 


accomplished by moving the handle to the 
extreme “off” position. It is then ready 
for closing. General Electric Co., Sche- 
nectady, N. Y.—Electrical Wholesaling, 
March, 1936. 
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Order your auxiliary 
devices which were 
designed especially 
for this lamp from 
the General Electric 

Vapor Lamp Co. 


No other industrial light source ap- 
proaches the efficiency of the High In- 
tensity Mercury Vapor Lamp, which 
provides 16,000 lumens at 400 watts. 
Sell your customers the only lamp 
which doubles their productive light at 
no increase in their current costs. It is 
truly in a class by itself .. . in efficiency 
and as a business builder. 

This lamp is designed to be used with 
special General Electric ballast equip- 
ment. There are many approved lumi- 
naires which assure proper distribution 
of this light. Profit by offering a com- 








HIGH INTENGITY 


VAPOR LAMP 











in efficiency AND AS 
A BUSINESS BUILDER 


plete General Electric lighting service. 
It means more business for you and in- 
creased profits. 

The General Electric High Intensity 
Mercury Vapor Lamp has a rated aver- 
age life of 2,000 hours and operates 
with equal efficiency on 110- or 220- 
volt, 60-cycle circuits. It is designed for 
vertical installation, either base-up or 
base-down . . . The two types, however, 
are not interchangeable .. . Write 
for complete details on the General 
Electric High Intensity Mercury Vapor 
Lamp. 


GENERAL @ ELECTRIC 


GENERAL ELECTRIC VAPOR LAMP CO. 


891 Adams Street, Hoboken, N. J. 
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INCANDESCENT LAMP DEPARTMENT 


Nela Park, Cleveland, Ohio 
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Safety Switch 


Available in three complete lines, Mas- 
ter (Type A), Standard (Type C) and 
Junior (Type D), this “Vacu-Break” 
safety switch employs moving contacts, 
“floatingly” supported in the enclosed arc- 
ing chamber, as an integral assembly, 
which moves in and out on the beveled 
stationary contacts. Reversing the con- 
ventional procedure, this switch puts the 
arc-extinguishing structure on the mov- 
ing contact instead of on the stationary 
contacts. This, with the aid of other fea- 














SAMPLES HAVE BEEN MAILED 
—LOOK THEM OVER!!! 


SPRING PRONG CAPS 


CAT. NO. 179 
RUBBER HANDLE 
CAP 
CAT. NO. 704 
BAKELITE HANDLE 






































methods of individual manufac- 
turing and individual heat treat- 
ing— 

To the inal eilipe of rigid in. 
spection and testing, each pair of 
pliers that carries the Klein trade- | 
mark represents the maximum i in 

plier quality. oe 
Klein methods viewed. 
light of modern mass produ 
are necessarily more costly. 
On the other hand, for a man 
who demands a plier of Klein 
quality there is no way to pro- 
duce it except the Klein way. 


too CLE BN es 


3200 BELMONT AVENUE, CHICAGO, ILL, — 




























tures, results in unusually high circuit 
rupturing ability. Arc extinguisher is 
made in the form of a partitioned cham- 
ber. Piston-action of the contacts when 
rupturing in this close-fitting chamber 
tends to evacuate the small amount of air 
present, thus minimizing burning of the 
arc chamber or the contacts. This re- 
stricts the amount of ionizable gas pres- 
ent to conduct the arc incident to ruptur- 
ing the circuit. Bull Dog Electric Prod- 
ucts Co., 7610 Jos. Campau Ave., Detroit, 
Mich, — Electrical Wholesaling, March, 
1936. 


Combination Receptacles 


These combined two-wire and three- 
wire bakelite flush receptacles are pro- 
vided for installations where grounding 
is required. Rated 10 amp., 250 volts; 15 
amp., 125 volts. Standard double T-slot 
outlet is on one end of each receptacle 
and three-wire outlet on the other. No. 





7053 has five binding screws and is ar- 
ranged for independent wiring of each 


outlet. No. 7054 has but two binding 
screws and is arranged with one feed and 
one return common to both outlets. 
Three-wire end is permanently grounded 
to the mounting strap. No. 7064 has 
three binding screws and is arranged 
with one feed and one return common to 
both outlets. The grounding terminal of 
the three-wire end is equipped with bind- 
ing screw. Fit standard duplex recep- 
tacle plates and standard switch boxes. 
Harvey Hubbell, Inc., Bridgeport, Conn. 
—Electrical Wholesaling, March, 1936. 








CAP 


SPRING PRONGS 
FIT SECURELY 
IN RECEPTACLE 





CAT. NO. 794 


BAKELITE 
SPRING 
PRONG 

PLUG 






































BAKELITE 


FUSE 


CAT. NO.672 


SOLDERED 


NO METAL 
TO TOUCH 





SUPERIOR 


FUSE 
CAT. NO. 1013 


RIGID 
CONSTRUCTION 


SOLDERED LINK 








EAGLE O-K FUSES 





GOOD 
IT SAYS “O.K" 


24 BAD 
0.K. VANISHES 


NO MORE GUESSING! 
WHIRLWIND FERRULE 
UNDERWRITERS APPROVED 


EAGLE ELEC. MFG.CO. INC. 


59-79 HALL ST. 


B'KLYN, N. Y. 
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WHO MA 


Want to know who makes “Electrical Gadgets’? 
Use your copy of the Buyers’ Reference Number 
of ELECTRICAL CONTRACTING. Turn to the di- 
rectory section, and you will find a complete 
list of “Electrical Gadget" manufacturers, plus 


detailed descriptions in many cases. 


Trying to locate a product with trade name, 
American"? A simple reference to the alpha- 
betical tabulation of trade and company names 


will locate the product for you immediately. 


You can save time and money in your buying by 
simple references to the wealth of handy buying 
information in the Buyers Reference Number of 
ELECTRICAL CONTRACTING. The many time- 
saving features will make your buying easier — 
just as they are helping to simplify the work of 
hundreds of other buyers. 


ELECTRICAL CONTRACTING 
330 West 42nd St., New York, N. Y. 


| BAY Dae LL 


CLASSIFIED DIRECTORY OF MANUFACTURERS 
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JOHN A. ROEBLING’S SONS COMPANY 


Manufacturers of Insulated Wires and Cablen— Wire and Bire Rope 
TRENTON, NEW JERSEY 
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BUYERS REFERENCE NUMBER OF 
ELECTRICAL CONTRACTING 


— to save time and money in your buying 

































Actual Size 
5/3" Thick. 







THIN MODEL as 


, +The Yearly Check-Up was under 
way when the camera appeared in 
the office of the Midway Electric 


Supply Co., New York City. Sol 





The Levolier Thin model Switch No. 41 Liebraden (seated) was giving the 
is an achievement in small switches. books the once-over. Over against 
No. 41 The above actual size picture shows it the window is Paul Posoli. Rose 


is not over % of an inch in thickness. Heiden is seated at the rear desk, 
In spite of its smallness, it retains all while behind her stands Louis H. 


of the practical characteristics of the Stiege, purchasing agent for the 
company. Norma Rotta was near- 


est to the camera. 


6 Amp. 


famous Levolier line. It is the smallest 6 amp. 
switch made. 


At the left are shown six logical uses for this practical 
Levolier, which may be secured in three different stem 


lengths. You'll make no mistake in ordering these Levolier 
Thin Model Switches. | | ° son 6 t * 
@rs ais 


Gu J. T. MaLepon has been appointed ser- 

ESTABLISHED 1004 —— vice supervisor at the Oklahoma City 

VALPARAISO - INDIANA house of the General Electric Supply 
Box No. 636 Corp. 














Paut A. Hunker, for the past two 
years head of water cooler sales of Gen- 


eral Electric’s commercial refrigeration 
F L O O R a O x a S section at Cleveland, has been named 
manager of the commercial department of 
Rex Cole, Inc., New York distributor. 
TIE UP WITH A 
- LIVE LINE! 


No sales resistance 
with Fullman! Con- 
tractors know Full- 
man quality. And 
Cut-away view of No. Two No. 5% Solid every mont adver- 
110 Box showing how Insulators attached to tising in Electrical 
ceptacle fits tapered Support with sxx" Contractingcontinues 


a ; Dy ; bd 
opening in top of No. 20 Machine ¢@ build acceptance. 











J. E. CAMERON has been named as sales 
manager of the Graybar Electric Co., 
Tampa, Fla. He succeeds E. B. Dentson, 
who has retired. 





A. J. TEacot and JOHN VAUGHN are 
now serving as inside men with the Art 
Craft Fixture & Electric Supply Co., 
Wilmington, Del. 





Met Hirscu has joined the sales force 
of the Coast Electric Supply Co., San 
Francisco, Cal. He will cover the San 
Francisco and Bay territory. 


Tie up with a live 
line! 100% whole- 
saler distribution and 
protection. Write for 
details. 


Joun Cross and J. A. Exstrom are 
newcomers to the sales staff of the Glasco 
Electric Co., Kansas City, Mo. Cross, 
who was formerly associated with the 
Missouri Public Service Co., will cover 
Western Missouri; Ekstrom has been 
assigned to the eastern Kansas terri- 
tory. He was previously associated with 
the Missouri Valley Electric Co. 





FLOOR JUNCTION BOXES 


Standard, and even special sizes 
can be so promptly shipped that 
the wholesaler need not keep a 
complete stock. 


FULLMAN MFG. CO. “4ixR”* 


56 ELECTRICAL WHOLESALING — March 1936 


R. W. VeRsHURE has been placed in 
charge of the residential lighting fixture 
department of the Madison Electric Co., 
Detroit, Mich. S. J. Hirsw has taken 
over the management of the commercial 
lighting department. H. MACFARLANE 
and R. D. SWEENEY have joined the sales 
staff as residential fixture specialists. 
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I’kED G. JOHNSON is now selling for the 
Westinghouse Electric Supply Co., 
Duluth, Minn. For the past ten years 
Johnson has been in charge of the city 
desk at Westinghouse in St. Paul. 


Titus ScHMID, president of the Cres- 
cent Electric Supply Co., Dubuque, Lowa, 
has been elected to serve as president of 
the Dubuque Chamber of Commerce dur- 
ing 1936. 

Ray GLOVER has been appointed man- 
ager of the Little Rock, Ark., branch of 
the W. B. Davis Electric Supply Co. 
Mrs. B. W. TIspALe will serve as as- 
sistant manager and division credit man- 
ager of the same organization. 


CLARENCE RASCHE, formerly service 
manager for the Westinghouse Electric 
Supply Co., St. Paul, Minn., has been 
placed in charge of the city desk for this 
organization. Harotp Hackney has 
been appointed service manager. 


New Publications 


NATIONAL ELECTRICAL CopE HANp- 
Book. By Arthur L. Abbott. Third 
Edition. 547 pp., illustrated. McGraw- 
Hill Book Co., New York, 1936. $3.00. 
Based upon the 1935 Edition of the Na- 
tional Electrical Code, this revised 
reference book explains the general 
plan, scope and intent of Code require- 
ments and discusses the applications of 
Code rules to actual wiring and instal- 
lation work. Although written espe- 
cially for inspectors, maintenance engi- 
neers and electrical contractors, this 
handbook provides a guide for whole- 
salers in supplying proper materials for 
specific applications. 


Ngeon—A handbook for electrical en- 
gineers, Neon manufacturers, sign sales- 


men and advertisers. By S. Gold. 178 
pp., illustrated. London, 1934. The 
Chemical Publishing Co., 175 Fifth 


Ave., New York City, American dis- 
tributor. $4.50. A comprehensive de- 
scription of all phases of Neon advertis- 
ing signs, including design, manufacture, 
applications, merchandising, installation, 
operation and maintenance. Written as 
far as possible in non-technical language, 
it provides a wealth of practical infor- 
mation for the distributor of Neon signs 
and their accessories. 


How To Write Better BusINEsS 
Letters. By Earle A. Buckley, 185 
pp. McGraw-Hill Book Co., New York 
City. 1936. $2.00. An easy-to-read, 
step by step discussion of the principles 
involved and the procedure to be fol- 
lowed in the preparation and dictation 
of successful business letters of all 
types. Written by an expert for the 
average writer of business letters, for 
the man who has had little letter writing 
experience outside of his own business, 
who has wanted to learn the fundamentals 














of good letter writing but, engrossed in| 
his own work, has had difficulty in getting | 


around to it. 
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This photograph 
illustrates the conven- 
ience and economy 
of using —- 
No-Thread Unilets. 
Cramped quarters, 
tight corners, are 
easy for Appleton 
No-Thread Unilets. 


‘nel | Seer coma itil 


A lll | ccomnraemmnemnnsaite: 








To Help Sell UNILETS 
. —Read This— 


THREE REASONS WHY 
it pays to use 
APPLETON NO-THREAD UNILETS 











I Ease of Installation 
2 Lifetime of Service 


2B Strength combined with Light Weight 





Type ‘*T”’ 
No-Thread Unilet 
These are the things you will appreciate. Appleton 
No-Thread Unilets reduce costs by shortening the time 
it takes to make an installation. The conduit is in- 
serted in the Unilet, the hexagonal nut tightened and 
the job is done quickly and permanently. 


A lifetime of service is insured because Unilets are 
made of malleable iron and they are coated with 
cadmium to resist rust and corrosion. 


APPLETON ELECTRIC COMPANY 


1734 Wellington Ave. Chicago, U.S. A. 


New York—76 Ninth Avenue Los Angeles—340 Azusa Street 
Philadelphia—401 North Broad St. Detroit—7621 Woodward Avenue 
San Francisco—655 Minna Street St. Lowis—420 Frisco Building 


APPLETON be arpsetl 
No-Thread Malleable 


The Original Threadless Conduit Fittings UNILETS 


Reg. U 





























FReeady About April 10th 


1936 EDITION 


“VERIFIED” DIRECTORY 
of 


ELECTRICAL WHOLESALERS 


Completely revised, with 


many new listings 


PLACE YOUR ORDER NOW 


Single Copies, $15.00. 


ELECTRICAL WHOLESALING, 330 W. 42nd ST., NEW YORK, N. Y. 


Additional Copies, $7.50 each. 











STOKER LINE 


riced to compete 
in the small-home market 


Phenomenal acceptance of our 1935 
automatic coal stokers has created a 
business volume that, with new cost- 
reducing machinery, enables us to 
announce drastically lower prices for 
1936 . . . on regular precision-built 
Link-Belt models, with new exclusive 
engineering features added. The line 
is complete: domestic to 300 H. P. 
Backed by a world famous, $18,000,- 
000, AAAAI1 rated company, 60 years 
in business, is an effective merchan- 
dising program that includes: 
—direct factory financing on a new 
5% plan. 


—floor plan for display stokers. 


—advertising, promotion, sales and 
engineering assistance. 


—participation in local advertising. 


—national advertising on stokers; 
the company’s products advertised 
in more than 100 trade papers. 


—traveling representatives to help 
the dealer train men, survey jobs 
and close sales. 


Write for literature and dealer plan; 
we will advise you if your territory 
is still unassigned. 


LINK-BELT COMPANY 


Stoker Division 


2410 W. 18th St., Chicago 


Trade Bulletins 


Cables—Catalog No. 115. Descriptive 
and technical data on “Armortite” un- 
derground cables. Includes specifica- 
tions and recommended methods for 
splicing. — Hazard Insulated Wire 
Works, Wilkes-Barre, Pa. 


Connectors—Catalog No. 33C. Supple- 
mentary to Catalog No. 33. Supersedes 
Catalogs No. 33A and 33B. Profusely 
illustrated with product and installation 
photos. Includes complete technical 
data and prices on line of connectors 
in copper and aluminum for cable, tube, 
wire, bar and rod. 48 pp.—Burndy En- 
gineering Co., 305 E. 45th St., New York 
City. 


Connectors—8-page bulletin describing 
construction and applications of “Serv- 
it” connectors. Profusely illustrated.— 
Burndy Engineering Co., 305 E. 45th 
St., New York City. 


Fans—Bulletin 178. Complete descrip- 
tions and prices covering 1936 line of 
fans—portable, ventilating, ceiling, ex- 
haust and air circulators. Illustrations of 
fans and installations. 16 pp. Wagner 
Electric Corp., 6400 Plymouth Ave., St. 
Louis, Mo. 


Fans—Three bulletins describing “Ar- 
istocrat” “Air Stream” and “Polar Club” 
fans. Complete technical data. Pro- 
fusely illustrated. A. C. Gilbert Co., 
New Haven, Conn. 


Grinder Supports—4-page folder illus- 
trating and describing precision grinders 
and new developments in mounting sup- 
ports. Ideal Commutator Dresser Co., 
Sycamore, IIl. 


Insulation — 4-page folder covering 
properties and performance of ‘“Per- 
formite”’ rubber insulation. — Hazard 
Insulated Wire Works, Wilkes-Barre, 
Pa. 

Mercury Vapor Lighting—Catalog No. 
870. Illustrations, technical data, includ- 
ing intensity curves, on ‘“Mer-Tung” 
combination lighting equipment for high 
intensity mercury vapor and Mazda 
lamps. 16 pp.—The Miller Co., Meri- 
den, Conn. 








+ Mail Time and T. C. Treadway, 
Jr., secretary, Treadway Electric 
Co., Little Rock, Ark., was busy 
looking at the morning delivery. 
Mr. Treadway, through his daily 
contacts, finds his customers well 
pleased with the electrical outlook. 
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ARMORED CABLE 
APPLIANCE CORDS 


BUILDING WIRE—AIll 
Types 


CONTROL CABLES— 
Braided and Lead 


FLAMEPROOF WIRE & 
CABLE 


FLEXIBLE CORDS & 
CABLES 


FLEXIBLE STEEL 
CONDUIT 


LEAD-COVERED WIRES & 
CABLES 


NON-METALLIC 
SHEATHED CABLE 


PARKWAY CABLES 
POWER CABLE 


RUBBER INSULATED 
WIRE & CABLE 


SERVICE ENTRANCE 
CABLES 
SIGNAL CABLES 


VARNISHED CAMBRIC 
CABLES 


AND ALL KINDS OF SPECIAL 
CABLES TO MEET A.S.T.M., 
A.R.A., I.P.C.E.A., AND ALL 
RAILROAD, GOVERNMENT, 
AND UTILITY COMPANIES’ 
SPECIFICATIONS. 


CRESCENT 


Insulated Wire & Cable Co., Inc. 
Trenton, N. J. 























| data and illustrations of line of electric 





+ Caught In The Act of closing up 
the business for the day are these 
members of the office staff of the 
Morristown Electrical Supply Co., 
Morristown, N. J. Sol Hirsch, sec- 
retary-treasurer of the company, is 
working on an important problem 


at the front desk, while Walter 
Mahaken ignores the camera to 
check some billing. Margaret 


Tiger has a moment to relax and 
give the photographer her entire 
attention. 





Motors—Bulletin No. SD549. Service 
instructions for capacitor-start induction- 





run motors. Lists troubles most fre- 
quently encountered and solutions for 
each. 4 pp.—Wagner Electric Corp., | 


6400 Plymouth Ave., St. Louis, Mo. 


Oil Burner Controls—Bulletin No. 33. | 
Illustrations and descriptions of stoker 
and oil burner controls. 4 pp. Paragon 
Electric Co., 37 W. Van Buren St., 
Chicago, III. 

Ranges — Catalog No. 36. Complete 
heaters and_ hotplates. 
Electric Stove Co., 


ranges, water 
32 pp. Standard 
Toledo, Ohio. 





Service Station Lighting—Catalog C.| 
Covers line of lighting units, standards | 








+Step Right Up Folks. This 
gentleman in the smock, otherwise 
known as genial Walter Hearn, 
counterman at the G. E. Supply 
Corp., Paterson, N. J., is just rarin’ 
to interest somebody in some elec- 
trical products. 
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RENEWABLE FUSES 





Shawmut Shur-Lag Renewable 
Fuses are sturdily built and 
provide greater time lag under 
unusual overload conditions. 


Ferrule Type permit speedy re- 
newal ... plenty of room to in- 
sert link in fuse case... Fer- 
rules have deep screw driver 
slots. 


After blowing, fragments of link 
can be quickly, easily removed. 


Links are of uniform thickness 
. can be inserted from either 
end of fuse case. 


Knife Blade Type have no small 
parts to become lost or mislaid in 
refilling . .. simple and efficient 
in design. 


Permanent rigid blade alignment 





. .- Blades are assembled to an 
extra heavy insulating crossbar. 


Can be assembled ONLY one way 
... the correct way. 


UND. LAB. APPROV. 


Send for Shur-Lag Folder. 


It contains prices, etc. 


THE CHASE-SHAWMUT CO. 


Dept. B 
Newburyport, Mass. 
Fuse Specialists Since 1893 
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SILENT BLADE FANS 


The new Cool Spot A smart-looking fan line not 
only appealing in design but 
more serviceable than ever. . . 
as free from noise as modern 
engineering can make fans... a 
greater volume of air farther— 
evenly, smoothly, quietly. With 
Signal Fans go a_ reputation 
that’s known far and wide for 
quality and service. Write now 
for Signal’s 1936 merchandis- 
ing program. 


line of popularly 
priced fans has 
everything it takes 


to make quick, 


profitable sales 


--- and satisfied 
customers - 


SIGNAL ELECTRIC MFG. CO. 
MENOMINEE. MICHIGAN 


Offices in all principal cities 


















Jobbers! Tell this story 
to Electrical Contractors 
Industrial Plants 
Power Companies 


NOTHING GRIPS LIKE 
A TRIANGLE— 
that’s why ILSCO SOLDER- 

LESS LUGS are better. 

Just insert the wire, tighten the screw, 
and the wire is forced into permanent, solid 
comtact—all in a few seconds. It’s the 
triangular wedge formed by the tang and 
V-bottom collar, that grips wires (solid or 
stranded), with the tenacity of a bulldog. 
Yet wires are not flattened or separated; no 


set screw contact to cut or shear them. No 
special tools required to make the connec- 








the Approved 


tion! Learn more about ¢ 
Send for lit- 


ILSCO SOLDERLESS LUG. 
erature, prices, and samples. 





Ilsco solder lugs show the size of the largest 
wire they will take. 
Ilsco products are advertised in 
Electrical Contracting. 
ORDER FROM YOUR JOBBER 
Ilsco Copper Tube & Products, Inc. 
5629 Madison Road, Cincinnati, Ohio 
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| an 








| Will consider man calling on jobbers, 
| contractors, 


| tariff changes. 


and signs for service stations. Profusely 
illustrated with photos of equipment and 
installations. 


line of time switches. 





Rates: 
$2.00, additional words two cents each. 


vertising in this column. 


facturers 


and 


| 42nd St., 











32 pp.—Revere Electric 
Jackson Blvd., Chicago, II. 


Switches — Bulletin No. 30. 
specifications and description of 
Illustrated. 8 pp. 
Paragon Electric Co., Old Colony Bldg., 
Chicago, III. | 


0., 757 W. 


Time 
Prices, 


Classified Ads 





Fifty words or less, one insertion 





Payment in advance is required for ad- 


Representatives Wanted 


Chicago manufacturer of modern light- | 
ing equipment has openings for manu- 
agents in the following terri- 
tories: Philadelphia, New Orleans, Kan- 
sas City, Columbus, Ohio; Dallas, Okla- 
homa City, Denver, Salt Lake City and 
San Francisco. Rapidly expanding com- 
pany, established 1929, with many new 
items of unusual sales appeal in the field 
of modern flush lighting fixtures, indoor 
outdoor floodlights, high efficiency 
metal show window units, etc. Patented 
exclusive features; competitive prices; 
unusually attractive proposition. | 
Write in confidence for full information. 
30x 1, ELecTrRICAL WHOLESALING, 330 W. 
New York City. 





Manufacturer’s Agent in New York 
City, established over forty years, re- 
quires services of representative for 


New York State on conduit and wire. 


and industrial plants. Ad- 
vise other lines now handled and list of | 
customers now selling. Box 30, ELrc- 
TRICAL WHOLESALING, 330 W. 42nd St., 
New York City. 





For Canada—Take advantage of the new | 
Canadian market created by recent 
Canadian sales agency 
is looking for representation on com- 
mission basis of reputable manufactur- 
er’s products that can be sold to whole- 
salers, jobbers, stores, consumers, or 
direct to industrials. Box 31, ELEcTrRICAL 
WHOLESALING, 330 W. 42nd St., New 
York City. 


Wanted, Manufacturer’s Agent for Mas- 
sachusetts and Western Pennsylvania, 
to sell line of wire terminals, fuses, fuse 
pullers, copper lugs, and solderless lugs. | 


Box 32, ELrectricAL WHOLESALING, 330 
W. 42nd St., New York City. | 
P 

Lines Wanted | 

| 

Manufacturer’s Representative, New | 


England territory, several years’ experi- | 
ence contacting electrical and hardware | 
trade, wholesale only. One outstanding 
line at present, would like’ one other, | 
and only one. Not interested in special- 
ties or pioneering new line. Wercacens | 
facilities if required. Best of references. | 

30x 39, ELECTRICAL WHOLESALING, 330 W. 








SALES OF CANDLE 
FLAME LAMPS CON. 
TINUE TO INCREASE 


The definite ap- 
peal of Nalco 
Candle Flame 
Lamps, backed by 
extensive national 
advertising to vol- 
ume buyers and 
in selected con- 
sumer media is 
shown in _ rising 
sales each month. 
These lamps are 
unique in design 
—hand-blown to 
resemble a candle 
flame and = are 
ideal wherever candle type fixtures are 
used. They shed a soft, mellow light, 
hardly distinguishable from actual can- 
dle light. 

Jobbers find that it pays to push Nalco 
Candle Flame Lamps. There is a _— 
profit and plenty > oa busintes. 
vertising has paved 
the way for sales to 
dealers. 


Order in a box of 
25 lamps. Inspect 
them at our ex- | 
pense. No charge Ky f j 
if returned in 30 ‘t is ie : 
days. . 


As shoton in March, 1936 
ARTS & DECORATIONS 





aa? 
he i oy 


x, CL , ( 





NORTH AMERICAN 
ELECTRIC LAMP CO. 


1151-B South Broadway, St. Louis, Mo. 

















42nd St., New York City. 








... offers you 
a special insulated wire 
service — wrapped in 
Cellophane 


It will profit you to investigate and 
make use of NEACO'S special- 
ized service on heater cord, all 
rubber cord, twisted pair, fixture 
wire, slow burning and other types, 
cord sets, extension sets and as- 
semblies—all bearing underwriter's 
tags, fractional foot labels, ete.— 
manufactured in all standard colors. 


GENERAL INSULATED 
WIRE CORPORATION 


Division National Electric Appliance Corp. 
Gordon Avenue, Providence, R. I. 
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NEW 
QUIET 
BLADES 


16°’ 
OSCILLATOR 


VICTOR 


Ylo- FANS 
FREE! 
NEW 1936 
CATALOG 


Send for your copy 
TODAY! 











The STANDARD 
of the Electrical 
Industry 


Wolverine Lugs and 
Sleeves are made 
from the best elec- 
trolytic copper with 
every process of 
manufacture under 
Wolverine control. 
The square end de- 
sign of lug gives 
greater contact area 
and better current 
carrying charac- 
teristics. 





Stock Wolverine 
Products for ready 
acceptance through- 
out the industry. 


WOLVERINE 
TUBE COMPANY 


1141 Central Ave. 
Detroit, Mich. 




















Box 39, ELEcTRICAL WHOLESALING, 330 W. 
42nd St., New York City. 


Electrical Salesman, with wholesaler and 
agency experience, to represent manu- 
facturer in St. Louis area. Through long 
acquaintance and services rendered, have 
strong connections with wholesalers, 
industrials, electrical contractors and 
dealers. Thoroughly trained in all phases 
of the work; can sell staples and specialties, 
introduce new products and do excel- 
lent missionary work. Box 35, Exectri- 
CAL WHOLESALING, 330 W. 42nd St., New 
York City. 


the Chicago territory for ten years and 
with established wholesale contacts de- 
sires to add reputable line to the one 


Fast Selling Line wanted by manufac- 
turer's agent calling on department 
stores, chains, electrical, hardware, and 
drug jobbers in Michigan. Electrical 
specialties, small appliances or supplies 
preferred, but what have you that will 
appeal to the low priced quantity buyer? 
Box 37, ELecrricAL WHOLESALING, 330 
W. 42nd St., New York City. 


Manufacturer’s Agent. Nine years con- 
tacting electrical and hardware whole- 
salers in state of Ohio. Desires 
represent reputable manufacturers in 
lines distributed through these channels. 
Firmly established with trade and spe- 





building trade. Warehouse facilities if 


Manufacturer’s Representative, covering | 





} 
| @ 
| 


now carrying. Box 36, ELEcrricaAL 
WHOLESALING, 330 W. 42nd St., New 
York City. 


to | 


cializing in electrical materials used in| 


| required. Best of references furnished. 

| Box 38, ELrctricAL WHOLESALING, 330 

| W. 42nd St., New York City. 
Miscellaneous 

Surplus Stocks Bought for cash. Sell | 


us your surplus and slow-moving stocks 
of wire, cables, conduit, fittings, lighting 
fixtures, wiring devices, etc. Send us 
| your list and we will give you our offer 
or have our representative call on you. 

30x 33, ELecrricAL WHOLESALING, 
| W. 42nd St., New York City. 


2? 
JIU 


Send Us Your Orders for V.V. fittings 
and taplet fittings. 50 per cent discount. 


Box 34, ELectricAL WHOLESALING, 330 





W. 42nd St., New York City. 
BAKELITE 


CONEX connector 


No Solder — No Tape — 
No Tools— Universally 
Approved — Universally 
Used — One Size for All 
Common Joints. 


SINPLEK ti: (= 


Solderless Porcelain Connector—2 | 








Sizes, Medium and Norma!. Both i < 
Connectors Approved by Underwriters’ “ @———~- a) 
Laboratories. Write for samples. US 


Weiss & Biheller Merchandise Corp. 
584 Broadway New York, N. Y. 
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Telephone 
Service— 


4 


by the package 


The SERV-U-FONE offers complete interior 
telephone service, conveniently packaged for 
over-the-counter trade. No engineering; no 
complicated wiring; no installation problems. 
Each telephone is contained in a separate 
package, plainly labeled and coded for easy 
understanding by jobber, contractor or dealer 


SERV-U-FONE packaged telephone systems 
open up a market heretofore requiring the 
services of technical experts and the use of 
costly equipment. 
of the higher priced systems, yet are priced 
within the reach of everyone—in home, office 
or shop. 


They offer every essential 


SERV-U-FONE business is new and additional 
business. It does nof displace any existing 
market. Alert merchandisers are getting into 
this field right now. 


SERV-U-FONES are available in 
systems of two to eight stations, and 
are priced (for complete systems) 
from $12.00 up. Write for discount 
schedules and further information. 


AMERICAN AUTOMATIC 
ELECTRIC SALES CO. 


1033 West Van Buren Street 


Chieago, Hl. 
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BURNDY 








THE aceichih Sead 
NRitey si 

Sens { “PA 
ORIGINAL SOLDERING PP 


SOLDERING | &uerar 


|, BUSSEY 
PASTE 


A uniformly good paste, that has 37 
years of success behind it, is the right 
one to carry. Burnley’s has a fine repu- 
tation and costs no more. Stock it with 
confidence — it’s approved by Under- 
writers’ Laboratories. 


Burnley Battery & Mfg. Co., 
North East, Pa. 














INSULATED 
STAPLES 


Packed 50 and 100 to a box 
Also in 5 colors, 40 to a box 





Sole Manufacturers 


S. H. COUCH COMPANY, INC. 
North Quincy, Mass. 





SOLD THROUGH WHOLESALERS 
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SHERMAN 
GROUND CLAMPS 


SL Type 
(Illustrated) 


The only clamp ap- 
proved for use either 
with or without sol- 
dering. 

Solder Type 
The original type 
—can be used with 
or without solder- 
ing but approved 
for solder- 
ing only. 


Send for 
Trade 
Bulletin 
No. 11 
Sold Thru All copper 
Jobbers One Piece 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 



















controlled 


SWITCHES 


Ask Headquarters 
The TORK CLOCK COMPANY, Inc. 
Mount Vernon, New York 
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Subscribers 


You can’t afford 
to miss a single 
issue 


Give us your 
new address if 
you have 
moved 


) 
“~ 
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PLYMOUTH RUBBER COMPANY, Inc. 
CANTON, MASS 





Sa, BET ON THE LEADER... 
RY\ FAST-MOVING SLIPKNOT! 
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Manufacturers PLYMOUTH RUBBER COMPANY, Inc. 
Since 1896 CANTON, »  » MASSACHUSETTS 






































FUSES MADE TO PROTECT=NOT TO BLOW 


Saved us over 


$5,000! = 


: . : : fumble-proof 
— in time and material spoilage link! | 






Only one link 


sO SAYS » » « Mr. Robt. E. Bell, Chief Engineer, Martin Dyeing to handle in re- \ 
and Finishing Co., Bridgeton, N. J. He continues: “We newing — even 
had been having great trouble making the 600 ampere on the larger { 
fuses on our main switchboard hold. They blew so sizes. 


frequently that we even resorted to the practice of 
doubling up on the links to give us a fuse of about 
1200 amperes. But we still had a lot of blows that shut 


From 200 ampere up, links 
have copper terminals and nd 
washers are used with them. 


down the plant and threw a large body of men out of " 

ie as Good contact between the lin 
Finally one of our men suggested trying out some and the fuse terminals is - 

600 ampere BUSS Super-Lag Fuses. We did—that was ously easy to get when the fusé 

three years ago—they haven’t failed yet. We attribute is renewed. 


this remarkable result to the design of the BUSS One- 


Piece Link and to the BUSS Super-Lag feature.” 


Maintenance men who havé ‘ 
had grief with the old “Jig-saw ¢ 


method of using a number 0 
USE THIS IN SELLING FUSES links and a lot of loose washers A 


to make the larger amperagesg 4 












Specific instances of this kind, showing actual cases will welcome the BUSS one@ ¢ 

: u 

of where and how BUSS Fuses save money, are just piece link. te 
about the strongest kind of selling material you can use. pe 
The BUSS representative has plenty more such cases They know that heat from poo Sy 
to tell you about—many of them right in your territory contact must be prevented fro 6 
—ask him about them. developing between the link an¢ et 
the fuse terminals—or else need le 


Bussmann Mfg. Co., St. Louis, Mo. 
A division of the McGraw Electric Company 





less blows and shut down cif 
cuits result. 











They recognize in the BUSS 


B U S S I i U S i S link a real improvement tha 0 
. _ P e site a g helps make possible “Fuses ! 1adé 


. 
” B 
to protect—not to blow. ET 
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